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Genuine Extra Heavy 


The Leader! 
Guaranteed 2 Full Years. 36” Wide. 


Lets through more health-giving Ultra-Violet 
Rays than other glass substitutes, as proved 
in various authenticated tests. Holds in heat 
better than glass. Extra heavy and unbreak 
able. 124 strong, pre-shrunk threads per sq 
in. Absolutely waterproof. Won't run, dis 
color or melt in service. ost widely used 
Extensively advertised. et, yards and 
inches on selvage for easy cutting. 


Warp’s 


yr-O-GLASS 


Patont 
Pending 


Wire Base Plastic Glass. 
Tough and Very Transparent. 


Sturdy, galvanized %” mesh wire base im 
bedded in cushion plastic. Then transparent 
coating of plastic glass is applied to both 
sides for double reinforcement and to elimi 
nate air pockets. Wires sealed inside plastic 
glass; fused into one solid waterproof sheet. 
Good insulator. Extra high in Itra-Violet 
Ray transmission. Feet and inches marked on 
selvage. 


Porch Enclosures 
and Covering ‘en Doors 


TM 


al Deak «iii 
¢$ SUBSTITUTES 


These ~ 
Super-Quality i 
Materials N 
Are Not Sold 
By Mail Ordes 
Houses 
Beat Them 
To The.Sales 
With This 
ATIRACTIVE 


DISPLAY ON 
YOUR COUNTER 


. Ft. 
Width = roll 
50 sq. yds. Flex-O-Glass 36" 450 


25 sq. yds. Window-Fabric 36" 225 
15 sq. yds. Glass-O-Net 36" 135 
10 sq. * Wyr-O-Glass 36" 90 

All Packed In One Box == Weight 65 Lbs. 
Cat. No. SPD200 


Warp’s 


Winpow-Fasric 


Biggest Seller in Low Priced Field. 


lets through Sun’s Ultra-Violet Rays. Impregnated 
with light, stable, high-melting point wax. Over 80 
threads per square inch. Every yard, foot and inch 
plainly marked along edge for easy measuring and 
eutting. Ordinarily lasts one season, 





Hot Beds & Greenhous 


Warp’s 


S-O-NET 


' 
ts, 
' 


Plastic Glass-Covered Netting. 
High Transparency. 


Made gn %” mesh, water-proof, extra strong 
cords, dyed light-fast green Cords imbedded 
in cushion plastic to eliminate air pockets 
Plastic glass bonded to both sides of cushion 
imbedded cords, making one solid, weather- 
proof sheet—not merely glued together. Very 
transparent. High Ultra-Violet Ray transmis- 
sion, Washable. Feet and inches marked on 
selvage. 


Warp's 


ScCREEN-GLASS 


LAYER-BUILT, PLASTIC COVERED WIRE CLOTH 


~ } 


et sar i a 


Triple Laminated Screen Base. 


Fine mesh galvanized wire base, first dipped 
into a transparent pliable plastic, then lami- 
nations applied to both sides, to give it 
greater wearing qualities, Tough, durable, 
layer-built Plastic Coating starts where others~ 
leave off, to make it last longer. Pliable and 
transparent. Feet and inches marked along 
selvage. 


All items on this page are manufactured by FLEX-O-GLASS MFG. CO. (Warp Bros.), 1 104-6-8 No. Cicero Ave., Chicago, Ill. 


Distributed by Leading Hardware Jobbers — 


(Not Sold by. Mail Order Houses) _ 


Samples Free on Request 








Brushmaker Albert Wepler, a Wooster Craftsman for over 21 years 


We Owe Much Fo Wooster Brushmakers 22 


The history of Wooster Brusnes has been one of successive changes--each change 
an improved brush to meet increasing demands of the painting craft. Wooster 
Brushmakers, many with a record of more than twenty years, were no small factor 
in helping to establish the prestige Wooster Bruswes enjoy today the world over. 


Wooster Wartime Brushes are available and can be fur- 





nished for essential purposes through Wooster Jobbers. 


FOSS'SET 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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YALE IS TELLING AMERICA TO SHOP AT YOUR STORE 


WILL YOUR BUSINESS BE READY? Unavoidable scarcities and ' 
delays are threatening your business. But the danger can be 
reduced by preventive measures, by alertness to war-time 
sales possibilities. 


LET YALE BE YOUR “‘RAID’’ WARDEN. While the war effort may YALE PUTS 3 BIG SALES MOVERS 
limit your stock, Yale’s advertising in the POST is a constant IN YOUR BUSINESS 
reminder of the many products you still can sell... a con- 
stant invitation to your community to “shop at your local 
hardware store.” 


~YALE-~ 


THE NAME YALE HELPS MAKE THE SALE 


THE YALE & TOWNE Stinrono, conn... as 
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FOR LESS THAN TWO CENTS ON THE DOLLAR.. 





Hercules Pure Turpentine makes paint jobs better 


FINER, TOUGHER, LONGER-LASTING PAINT FIN- 
ISHES result from a product called »inene. It’s like this— 
PINENE IS THE MAJOR PART of Hercules Pure 
Spirits of Turpentine. When paint mixed with Hercules 
Turpentine is applied, this pinene draws in oxygen which 
aids in drying the paint oils. Then, the turpentine evap- 
orates and there remains a tough, durable, long-lasting 
film of paint KEYED right to the surface. 

SURVEYS SHOW that the cost of Hercules Pure Tur- 
pentine is less than 2% of your paint job. For less than 


Hercules Steam-distilled Wood Turpentine meets Gov- 
ernment and A.S.1T.M. specifications for pure spirits 
of turpentine. 


HERCULES 


PURE TURPENTINE 


4 





two pennies on the dollar Hercules Pure Turpentine helps 
protect your reputation as a master painter. 


NEW BUSINESS COMES YOUR WAY from satisfied 
customers—one satisfied buyer tells another. It really 
pays to thin your paints with Hercules Pure Spirits of 
Turpentine. 

NAVAL STORES DEPARTMENT 


HERCULES POWDER, COMPANY 


INCORPORATED 


938 Market St., Wilmington, Delaware 
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HERCULES 
TURPENTINE 


TURPENTINE 
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YOU 
have a real story to tell! 








e © 


When you help your paint customers get a tougher, 
better, longer-lasting paint job you render them a real 
service. You can do this quickly by telling them the 
Hercules Pure Turpentine story in the ad on the 
opposite page. 

This means not only more and better satisfied cus- 
tomers, but also extra sales for you. Take one of the 
four handy containers of Hercules Turpentine off the 
shelf, and the deal is made. Remember, Hercules is the 
best known name in turpentine. 
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ITS PATRIOTIC 70 PAINT J 


HELP AMERICA BY CONSERVING WHAT YOU HAVE 


E’ VE all vot to take care of what 
we have. Paint is the best and 
most economical way to preserve our 


homes, plants and business properties. 


Painting not only saves the cost of 


repairs and replacements — it saves the 
materials that would be used — materials 
needed for war production, It’s patri- 
otic to paint. 

Fortunately the supply of good paint- 
ing materials is sufficient for both war 
and civilian use — so make up your mind 
to paint your home now. Don’t forget 
to specify Gum Turpentine, the one stand- 


ard, fool-proof paint thinner used and pre- 


AMERICAN TURPENTINE FARMERS ASSOCIATION COOPERATIVE 


VALDOSTA, GEORGIA 


THE X-RAY PROVES 


what good painters 
have always known 

Expert painters know that 
they get best results with Gum 
L'urpentined paint. Vhrough the 
x-ray, science determines the 


structure of any organized mate- 





Above: X-ray diffraction pattern 


ferred by expert painters in this country 
since earliest Colonial davs. 

sum Turpentine carries the pigment 
and oil into the pores, forming millions 
of little fingers which anchor the paint to 
the surface. Unlike substitutes, Gum 
‘Turpentine contributes to the paint film 
making it tougher and longer lasting. Gum 
‘Turpentine represents less than 2% of 
the cost of a paint job — so why risk sub- 


stitutes to save a few pennies? 





NOW, GUM TURPENTINE IN GLASS 


Be sure to specify Gum Turpentine bearing the 
AT-FA seal of approval. This is your assurance 
of the genuine dehydrated Gum Turpentine. Gum 
Turpentine is also available in attractive, handy, 


Get in touch with a reliable paint- 
ing contractor today. Help America dy 


conserving what vou have. 


glass containers. 
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Above: X-ray diffraction pattern Above: The X-ray diffraction pat- 





rial. Examine the x-ray retrac- 
tion patterns reproduced here — 
proot of the vital contribution 
Gum Turpentine makes to the 


paint film. 


if a film of linseed oi! brushed on 
t glass slide and allowed lo dry for 24 


hours. 


made by a film of linseed oil mixed 
with a commonly used substitute for 
Gum Turpentine. Note that it is almost 
identical with the pattern for linseed oil 
alone, clearly demonstrating that the 
turpentine substitute contributes noth- 
ing to the film. 


tern made by a film of linseed oil 
mixed with Gum Turpentine. Compare 
this distinctive pattern with Figures (1) 
and (2). Here is visual proof that Gum 
Turpentine combines with linseed oi] and 
becomes a vital part of the paint film. 


PAINT NOW -<<¢¢ GUM TURPENTINE 


This advertisement appears in Time (August), American Home, House and Garden, House Beautiful 
(October), Better Homes and Gardens (November), reaching a total of 6,500,000 better class homes. 
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Here is a new flat enamel of dependable Kyanize quality to meet the 
ie inte 
"e8 anc r 


lively and exeiting clamor for a really good oil-base. washable finish for 


walls. and all interior trim. An amazing performer that will revolu- Dealer 


tionize old ideas about what a real flat can be. A sturdy full bodied ma- Add, 

é a 
terial for almost every conceivable surface: plaster, wood, concrete, wall eSs 
board and even well bonded ealeimine and wall paper. Sells on sight and 


wins an enthusiastic customer with every sale. Not a water paint, re- 


State 


member. but a wholesome oil-base product in nine choice pastel tints 
ind white. Price amazingly low — profit. decidedly interesting. Add this 


new spark of LIFE to your paint leaders. Send Coupon for facts — quick. 


BOSTON VARNISH COMPANY. Everett: Station, Boston, Mass. 
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Illustration from Thermos, advertisement 
in Time (October 12) and The Saturday 
Evening Post (October 31). 
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THERMOS... ox NAME HE KNOWS BEST 


TRACE MARK REG. U.S. PAT. OFFICE 


%& When the American Workman needs a vacuum bottle he chooses 
“Thermos.” He knows it is the finest and most efficient brand he can 
buy. This is only natural, for Thermos has pioneered and developed 
the vacuum bottle, and for many years has advertised Thermos brand 


to the American public. 





In times like these, your customers seek quality and dependability 
in everything they buy. Their confidence in Thermos is being reflected 
by the tremendously increased demand for Thermos brand bottles. 

Subject to restrictions of war-needed materials, we shall continue to 
supply Thermos brand vacuum bottles—in the finest form possible, and 


as many as expanded plant facilities can produce. 





THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 
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I cant make 
steel without 
_ SCRAP 
from YOU! 


This is a War of Steel! 





We need an endless flow of it . . . millions 
upon millions of tons . . . to insure Victory! 
Half of this steel must come from SCRAP ... 
because to every ton of smelted iron ore must 
be added another ton of scrap to make enough 
new steel for guns, ships, planes and other arms. 


You have the greatest reservoir of Scrap 
in the world . . . the discarded, obsolete or 
now unusable steel products accumulated over 
decades of American production and from 
American high standards of living. From this 
vast supply of idle steel, that made us great in 
the past, must now come enough scrap to win. 


On the “home front” the heroic steelworker 
stands between us and our enemies as surely 
as our men of arms on the fighting fronts. The 
only factor limiting his ability to produce the 

_ urgently required steel is /ack of scrap. 


Your scrap can supply his needs now! All the 
benefits that steel has already conferred may 
= # now be repeated, many fold, when your scrap 
of lives again in new steel sinews of war. 
cee 






rer i) )\ Qe SCRAP IS VITAL TO Ss eZ ey 
Se ba STEEL PRODUCTION! ~ CED ZF | 


s “a 1! ( BLOOMS ; p= ts 


Pittsburgh Steel Co. 7 





GRANT BUILDING PITTSBURGH, PA. 
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- us 


today’s armed forces roll on rubber. 
But the chief source of supply has been 
cut off by the hazards of war. 


This has made the manufacture of rubber 
products in sufficient quantity for the war effort 
a task of exceptional magnitude and difficulty. 


That task is being surmounted. Rubber is going 
where it will fight most effectively for the common 


good. 


Our production, large as it is, is now directly 
or indirectly requisitioned for war needs. We are 
cooperating with the Government in every way to 
insure victory as soon as possible. 


“HUSTON WOVEN HOSE & RUBBER C0. 





CAMBRIDGE, MASS. 
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93 years 


OF HARDWARE AND STEEL 
The Sttvy of Baker + Hamilton 


IN THE SPRING OF 1849, in the midst of 
the gold-rush, Colonel J. L. F. Warren ar- 
rived in Sacramento City from Boston. He 
had come West in search of gold but once 
here, being a man of unusual vision, he realized 
the real future of California lay in agricul- 
ture. Thus he gave up the thought of becom- 
ing a miner and, instead, started the firm of 
Warren & Co. on Mormon Island on the 
south fork of the American River which, at the 
time, was the most important and largest town 
in the Sacramento Valley. He traded in seeds, 
agricultural and mining equipment. In 1850 
Col. Warren moved his store to Sacramento. 


It was on Mormon Island that Livingston Low 
Baker and Robert Muirhead Hamilton met. 
Baker had left his home in Boston, arriving in 
San Francisco in August of 1849: Hamilton had 
left his home in Airdrie, Scotland, arriving in 
San Francisco in December of 1849. The gold 
rush had lured both to California but once here, 
like Col. Warren, they immediately realized the 
great future of the state was to be built in the 
field of agriculture and instead of following the 
thousands of miners into the hills they sought 
employment with Col. Warren. 


In 1853 they bought the Warren Co. and estab- 
lished the firm of Baker & Hamilton in Sacra- 
mento at 7 to 15 J. Street. There was no change 
in policy, just a change in name—a sound far- 
sighted foundation had already been laid. 


In 1893 the two oldest sons, Wakefield Baker 
and Alexander Hamilton, succeeded to the man- 
agement, L. L. Baker having died in 1892 and 
R. M. Hamilton in 1893. In that year, also the 
firm was incorporated and in 1918 Baker & 
Hamilton merged with the Pacific Hardware 
& Steel Company taking the name of Baker, 
Hamilton & Pacific Company. 


As was the case with Baker & Hamilton so it 
was with the Pacific Hardware & Steel Company, 
their origin dates back to 1849. In that year 
Collis P. Huntington and Mark Hopkins landed 
in Sacramento. Each went in business for him- 
self, trading in mining supplies. In 1850 they 
formed the partnership of Huntington-Hopkins 
with headquarters in Sacramento at 54 K. Street. 


‘ 


The success of these two pioneers in the oper- 
ating of their hardware business and in the build- 
ing of the first trans-continental railroad is 
known to most Californians. The business pros- 
pered and in 1894 it was sold to Miller, Sloss & 
Scott which had been founded in 1891 by 
Charles E. Miller, Joseph Sloss and John A. 
Scott. In 1899 Miller, Sloss & Scott bought Haw- 
ley Bros., another pioneer firm with a claim to 
an 1849 origin. 


In 1901 Miller, Sloss & Scott merged with the 
George W. Gibbs Co., adding a full line of Steel 
to their already complete line of Hardware. The 
new firm adopted the name of Pacific Hardware 
& Steel Company and continued to operate as 
such until 1918 when it merged with Baker & 
Hamilton and for the past 24 years the com- 
bined company has operated successfully under 
the name of Baker, Hamilton & Pacific Com- 
pany. Today, being referred to by most of our 
friends as “B & H,” “Baker,” and “Baker-Hamil- 
ton,” and as a most fitting tribute to those two 
founders whose vision in 1849 has proven so 
sound, we take great pleasure in announcing 
that, effective August 17, 1942, we have resumed 
the name of Baker & Hamilton, the oldest com- 
pany name in Hardware & Steel in the West. 


Doing business as Baker & Hamilton we sur- 
vived two floods in Sacramento, the fire and 
earthquake in San Francisco, eleven panics, the 
Civil, Spanish-American and World War I and 
now, under the original name, we go forward 
with great confidence in meeting the critical 
problems facing all of us today. 


Gladly cooperating to the fullest extent with 
the Nation’s war effort, we have also sought to 
obtain for our patrons all materials in our lines 
that are still to be found anywhere. Although 
many shortages necessarily exist, we are grate- 
ful for the forbearance and consideration ex- 
tended to us in this respect. 


We are happy to have this opportunity of thank- 
ing our patrons and employes for their generous 
and loyal patronage and support which we sin- 
cerely appreciate and earnestly seek to merit. 


BAKER & HAMILTON 
San francisco « Onkland 
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Holabird & Root, Chicago and New York 


W. T. Weaver & Sons Co., Washington, D.C. 
Architects Hardware Distributors 


General Contractors 


eshinglons Kote Staller 


FEATURES 


LOCKWOOD HARDWARE 


Plans for the interior of this magnificent new 
building called for very special hardware .. . 
styled to fit a pattern of dignified simplicity, 
yet rugged enough to withstand continuous 
hard use. 

Lockwood experts made a thorough study 
of the special designs conceived by the archi- 
tects. Then, Lockwood's famous talent for 
achieving new and strikingly different effects 
in builders’ hardware was pressed into service. 


Note the graceful contours of the escutcheon 


and roseplate assemblies, shown below. An 
unusual method of attachment makes 
screws totally invisible, permitting a smooth, 
unbroken surface. Unexcelled materials, fash- 
ioned with traditional Lockwood skill, assure 
long, trouble-free service. In every respect, 
these handsome models bear out the architect’s 
original conception. 

The way we co-ope‘ated with the architects 
on this job is typical of the way we work. 





For guest room doors on the corridors (center), a long, 
smooth escutcheon plate with rounded ends. Note the 
absence of screws. For non-locking doors (right), a 





gtaceful knob rose, unbroken by screws. For inter- 
communicating doors (/e/t), a briefer escutcheon, with 
a simple thumb turn. 


Lockwood Hardware Mfg. Co. 


Division of Independent Lock Co. 


Fitchburg, Massachusetts 
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John W. Harris Assoc. Inc., New York City 








War-Time Conven- 
tion at Chicago:— 


The secretaries of the manu- 
facturers’ and wholesalers’ as- 
sociations are whipping their 
war-time convention program 
into shape. In a little more 
than two weeks from this date, 
leaders of our industry will 
gather in the Palmer House in 
Chicago (Oct. 18 to 20). It 
will be the most serious get- 
together these hardware men 
have ever experienced. Face- 
tiously, one manufacturer said, 
the other day, “the jobbers will 
be trying to entertain the man- 
ufacturers this year,”-—mean- 
ing that the scarcity of mer- 
chandise is growing more 
acute and will bring about 
many serious _heart-to-heart 
talks between sellers and buy- 
ers, with buyers actually seek- 
ing the sellers. The conven- 
tion is dedicated to arriving 
at a basis by which hardware 
producers and_ distributors 
may help win the war and, 
at the same time, maintain 
some semblance of civilian 
economy so that, when hos- 
tilities are over, we will have 
retained something that justi- 
fies the high price in blood, 
money and destruction. Most 
of the speakers come from 
WPB, OPA or some other 
governmental agency which 
is completely involved in 
the war effort. None of 
them are professional or poli- 
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tically appointed officials. 
They are primarily business 
executives who are giving of 
their time, talents and energy 
in the same spirit that younger 
men are joining the armed 
forces. In most cases, their 
present government jobs repre- 
sent tremendous financial sac- 
crifice as well as the giving up 
of their-normal family and 
social activities. They are 
coming to Chicago not only to 
address the convention, but 
more for the purpose of dis- 
cussing with business men 
ways and means for coping 
with difficult government im- 
posed rules and regulations. 
There is no social or entertain- 
ment aspect to this gathering. 
It is truly a war-time meeting 
of serious business men intent 
on a most serious mission. 
Advance reservations indicate 
a heavy attendance of both 
wholesalers and manufactur- 
ers. Both groups are urged to 
arrive Sunday and to complete 
their registration on that day 
in view of the fact that all of 
Monday and Tuesday will be 
devoted to important separate 
and joint sessions. Elsewhere 
in this issue are some of the 
details of the program. (See 
page 54). 





“Welcome to 
Chicago” :— 


Starting on page 43 of this 
issue, and printed on india- 
coated stock to give it the em- 
phasis it deserves, are a group 
of messages from 60 mid-west- 
ern hardware manufacturers. 
They say “Welcome to Chicago 
for the war-time convention.” 
And they mean just that and 
are telling wholesalers how 
glad they are to have them in 
convention at the Palmer 
House. There are many things 
every manufacturer wants to 
tell “every wholesaler—not 
mere alibis, but genuine con- 
cern over their war production 
obligations which impede, if 
not completely disrupt, their 
normal trade relations. These, 
and many more companies 
which will be represented at 
the Chicago gathering, are fully 
conscious of the wholesalers’ 
difficulties under present con- 
ditions and are sympathetic 
and want to be helpful, where 
and as they can. They want to 
urge more wholesalers to pay 
more attention to obtaining 
needed priorities for obtaining 
replacement of goods made of 
critical materials. They want 
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to assure these customers of 
theirs that, when Uncle Sam 
completes his war job, they 
will be relieved and may re- 
turn to producing peace time 
merchandise. They want to 
maintain their good will re- 
lations and, insofar as they 
are able, want their whole- 
saler friends to know it and 
to believe them. It will be a 
very important convention. 


Women Stock Clerks 
for Wholesalers:— 


In our last issue we com- 
mented on the number of wo- 
men who are entering the 
retail hardware sales picture 
and how well they are doing 
for the most part. In the mean- 
time, a study of the personnel 
changes and trends in six New 
England wholesale hardware 
houses indicates very clearly 
that women are also digging 
in deep in that part of the dis- 
tribution business and will 
probably be reckoned with 
when the war is over. It was 
pretty much the same story 
with all six houses. Men went 
into service or into more lu- 
crative war production jobs 
and mer couldn’t be found to 
take their places. Reluctantly, 
women were hired and assign- 
ed to the lighter weight and 
less bulky kinds of merchan- 
dise. The remaining male 
members of the warehouse 
staff concentrated on the heavy 
jobs. Executives frankly did 
not expect too much of these 
women and, by actual count, 
only one out of three stuck to 
her job for more than a week 
or so. However, in the prog- 
ress made among those who 
have stayed with their whole- 
sale hardware employment 
there are some very interesting 
developments to report. As in 
the retail stores, women keep 
their assigned wholesale stock 
tidy, clean and are more 
thrifty when it comes to wast- 
ing space, wrapping paper, 
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string, etc. Some inherent in- 
stinct makes them want to con- 
serve space and materials and 
to keep the place clean. They 
don’t leave things on the floor, 
on a shelf or on a wrapping 
table. They sweep up the 
aisles several times a day and 
dust off all the merchandise 
whether packaged or open be- 
fore packing or putting it in an 
assembling basket. In two in- 
stances we discovered that the 
feminine touch had penetrated 
into the display or sample 
rooms and with good results. 
The gist of this brief and ad- 
mittedly limited study of wo- 
men in wholesale warehouses 
clearly suggests that women 
may, if they wish, stay in this 
picture. The executives of all 
six firms were outspoken in 
their praises of their women 
warehouse employees and, to 
a man, they had been stub- 
bornly opposed to the idea and 
had only capitulated under 
pressure when it had been es- 
tablished that men were not 
available. 


Working Women in 
the Post-War Era:— 
During the First World War 


a great many women were em- 
ployed in business, taking the 
places of men in service or 
war production. The retail 
hardware field had its full 
quota but relatively few wo- 
men took men’s places in 
wholesale warehouses except 
in clerical capacities. This 
war is apparently going to re- 
quire a greater numerical 
armed force—perhaps three 
or four times as large and the 
production requirements are 
ten times greater—perhaps 


Latest News on 
PRIORITIES 


and 
WAR-TIME ORDERS 
on page 92 


more. And so there will be 
more opportunity and more 
necessity for women taking 
jobs normally held by men. 
Although there are no com- 
prehensive figures at hand, it is 
our impression that most war- 
time women workers gave up 
their employment in the peace 
that followed — returned to 
their traditional domestic ac- 
tivities, married and raised fa- 
milies. In many instances the 
need for their working ceased 
when their men folks returned 
to more profitable jobs—more 
profitable than army pay. The 
same experience may not come 
after this war. The economic 
strain that tremendous tax 
burdens impose may necessi- 
tate more working women. 
Also, we may find that, in 
many jobs, women are more 
efficient than men so that em- 
ployers will make it agreeable 
for many women to keep on 
working—assuming that jobs 
are plentiful. If so, such a 
condition will have a great 
affect on our purchasing pow- 
er and on our entire social- 
economic structure. 


Price Ceilings:— 


As we go to press, we are 
all coming close to the dead- 
line established by President 
Roosevelt as the date when he 
would exercise his war-time 
executive authority to impose 
complete control over wages, 
prices, rents and even farm 
prices—with or without Con- 
gressional support. In the 
meantime, Congress is having 
hectic discussions about the 
best procedure to adopt to ac- 
complish all of these inflation 
curbs on its own collective au- 
thority. The political aspects 
of farm prices is a definite 
bugbear which seems to upset 
the normal tranquillity of the 
most case-hardened Congress- 
men from a rural area. Farm 
group spokesmen are in Wash- 
ington constantly, harassing 
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their elected representatives 
and forcing their interest in the 
farmer’s side of the argument. 
Last week a great many real 
estate men were in Washington 
fighting about rent ceilings and 
fuel oil rations. No matter 
what decision is made, some- 
body is bound to be hurt, but 
the most articulate seem to get 
hurt a little less and so the 
farm price question drags a 
little. On the merits of the 
question, it would seem that 
without a precise price ceiling 
on farm products the rest of the 
price ceiling program comes 
to naught and its inflation curb- 
ing powers are very limited. 
Certainly every housewife will 
tell you that food prices are 
higher. We can’t successfully 
peg every other phase of earn- 
ing and spending and leave a 
loophole on the cost of our 
foods. 


Inventory Control:— 


At press time, WPB is study- 
ing an inventory control re- 
port which may be adopted be- 
fore this issue reaches our 
readers. If so, the control plan 
will exempt most retail hard- 
ware stores but will include 
every wholesale hardware firm 
in the country. The present 
thinking is to exempt all stores 
whose total sales for the 12 
months period ending Septem- 
ber 30, 1942 were less than 
$100,000 or whose inventory 
on the same date is less than 
$25,000. Other basic exemp- 
tions are dealers in farm im- 
plements, fuel oil, coal, hay, 
grain, feed, food, automobile 
dealers, florists, ete. Other in- 
dications are that, if the pres- 
ent plan is put in action, it will 
be relatively simple from the 
accounting and reporting 
angle which is definitely not 
true of some of the earlier 
ideas offered for inventory 
control. There should — be 
more information available on 
this subject for our next issue. 
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| They’re : eto Pd 
| Coming in... . 


POWERED BY SMALL GASOLINE MOTORS 


Roaring planes returning to outlying 

and secret air bases far from electric 

power lines — inky blackness below. 

Then compact, portable units, powered 

with flash-starting Briggs & Stratton 

gasoline motors, swing into action and 

floodlights gleam. Ample light for a safe 

landing and for speedy service. This is 

but one of scores of jobs that more than 
a million and a half Briggs & Stratton 

| motors are doing daily — with our 
armed forces everywhere, as well as on 

| farms, in homes and on industrial jobs. 

| 

} 

| 

| 

| 

























~ For the duration, in ever 
” increasing quantities, 
Briggs & Stratton 
4-cycle, air-cooled motors are 
being produced only for war uses, 
and those classified as “essential 
civilian.” Owners are urged to check 
their motors at regular intervals. It 
will add years to their life — and 
keep them at peak performance — 
é delivering the same economical, 









trouble-free service that has made 
Briggs & Stratton motors “preferred 
power” throughout the world. If re- 
placement parts or service are need- 
ed, get them from your dealer or an 
Authorized Service Station. 


BRIGGS & STRATTON CORP. 
Milwaukee Wis., U.S.A. 
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By KENNETH A. HEALE 


Associate Editor 
of Hardware Age 


P ACTICALLY every 


wedding in your community pro- 
vides prospects for the sale of din- 
nerware, glassware and many 
other lines needed for the furnish- 
ing of a newly created home. This 
is always a class of trade well 
worth cultivating. Marriages in 
this country broke records last 
year and during the first six 
months of 1942 shattered the rec- 
ords for the same period in 1941. 
According to The Jewelers’ Circu- 
lar-Keystone, there were 1,547,000 
weddings in this country last 
year. 

Priorities and have 
diminished supplies of a wide 
variety of gift lines. Accordingly, 
interest in dinnerware and glass- 
ware should show an_ increase 
in your community, as it has 
in many other localities. The 
increased sale of these lines in 
your store will help take up some 
of the present slack caused by 
limitations and priorities. Many 
older married couples, now un- 
able to buy new radios, washing 
machines, and other major units 
of sale, can be induced to con- 
sider the purchase of new dinner- 
ware, glassware and other house- 
wares items. There’s really gold 
in these lines for the dealer who 
goes after sales of this type of 
merchandise. 


scarcity 


Here's How To Sell ‘Em! 


1—Know your market 

When a New England hardware 
dealer studied the demands of his 
trade in dinnerware and other 
housewares lines he found he was 
making a mistake in trying to sell 
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the grades and types offered by 
limited price variety store com- 
petition. He made a careful study 
of the needs and desires of his 
trade and learned that the demand 
was for better grade, higher-priced 
dinnerware and related lines. Ac- 
cordingly, he changed his stocks 
with the result that sales were ma- 
terially increased. Careful study 
of your own stocks of such wares 
might also reveal the desirability 
of featuring better grades in the 
higher-priced lines. 


2—Feature specials 
A New York State hardware 


dealer, who enjoys a good house- 





“A southern hardware concern has 
table settings showing selections 
of local brides and brides-to-be.” 





erchandise 





wares business, offers weekly spe- 
cials often including odd pieces of 
dinnerware and glassware. This 
store caters to people with fairly 
high incomes. 


3—Have a special “shop” 

Wherever you display dinner- 
ware and related lines make a 
“shop” of the section by dressing 
it up and identifying it as the 
“Dinnerware” or even as_ the 
“Chinaware Shop.” Call attention 
to this “shop” with an attractive 
and unusual sign near the en- 
trance to your store and advertise 
the section as your “Chinaware 
Shop,” to lend it prestige. A 
Pennsylvania dealer converted a 
former plumbing shop into a din- 
nerware shop and made a hit with 
it from the very start. It is an 
effective idea for a corner store 
to use a “bay window” on a side 
street to permit an outside view of 
the “shop”. If the “bay” is fin- 
ished to suggest colonial style, 
with drapes or curtains on either 
end, added emphasis will be given 
to the specialty “shop” effect. 


4—Use table settings 


Atmosphere helps dinnerware 
and glassware sales. This is par- 
ticularly true in the effective use 
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“The increased sales of these lines 
in your store will help to take up 


some of the present slack caused by 


* « * J * * * * 4/ 
existing limitations and priorities 


of table settings. Artificial flowers, 
napkins and tablecloths should be 
purchased or borrowed for this 
purpose. A southern hardware 
concern has table settings showing 
the selections of local brides and 
brides to be whose names are in- 
dicated on neat cards shown on 
the tables. Such a plan attracts the 
attention of the prospective bride’s 
friends and aids them in selecting 
harmonizing items as gifts. 


5—Show sets in display 
windows 

When larger stores in neighbor- 
ing communities advertise dinner- 
ware and glassware, cash in on 
this publicity by displaying simi- 
lar lines in your windows. An 
Oklahoma dealer in a small town 
follows this practice with good 
results. When you show dinner- 
ware in a show window, use table 


settings. An actual table is best , 


for this purpose. However, a 
table top without legs on the floor 
of the window can be used to ad- 
vantage for this purpose. 


6—Adapt large store ideas 


A smaller hardware store can 
seldom follow identically the 
same display plans as a large de- 
partment store. Its staff may, how- 
ever, adapt such ideas to its own 
needs and facilities. Many dealers 
in smaller communities check 
larger nearby cities to see what 
new display “wrinkles” are being 
utilized so that they may adapt 
some of these features. 


7—Let customers set tables 


A California hardware dealer 
permits customers to make their 
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own table settings from stock on 
a covered but empty table. 
Whether a lady is in the market 
for a complete dinnerware set or 
is just considering the purchase 
of a few odd pieces, the privilege 
of creating a _ setting—without 
obligation—really makes an im- 
pression. 


8—Have a “trade-in” sale 


Another California dealer has 
held “trade-in” dinnerware sales. 
People were invited to bring in 
six of their old dishes to trade in 
as part payment for new sets. The 





“A California hardware dealer 
permits customers to make their 
own table settings from stock 
on a covered but empty table.” 


higher the selling price of the new 
selection, the greater was the 
trade-in allowance. The event was 
advertised in local papers. Old 
dishes accepted as trade-ins were 
shown in a corner of a display 
window with appropriate signs. 
Where dealers use this plan they 
might donate the old dishes to a 
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church or charitable organization. 
It would be a worthy plan, and a 
good will builder. 


9—Keep a record of patterns 


When customers buy open stock 
patterns be sure to keep a record 
of their purchases. Contact these 
buyers from time to time and sug- 
gest the purchase of additional 
pieces to increase the number of 
servings or otherwise enlarge 
their sets. One Southeastern 
dealer keeps a record of patterns 
ahd shows them to prospective cus- 
tomers. Being able to show a 
woman that others, especially so- 
cially prominent people, use a 
particular pattern can frequently 


clinch the deal. 


10—Watch social columns 


Weddings provide considerable 
business in glassware and dinner- 
ware. Watching the wedding and 
engagement notes in your com- 
munity is decidedly worth while. 
Most people, unless in extremely 
modest circumstances, want both 
a breakfast set and a more elabo- 
rate and higher-priced dinnerware 
outfit, thus providing the aggres- 
sive dealer who has worth while 
stocks with an opportunity for 
extra sales. Indeed, they may sup- 
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plement their dinnerware _pur- 
chases with some odd pieces, a 
crystalware set and even an all 


glass dinnerware set. It pays to 





“Popularly priced, individual 


pieces of pottery are the 
vogue in many communities.” 


send a personal invitation to the 
prospective bride to visit your 


“Chinaware Shop.” 


11—Eliminate the shelf 
warmers 


Many customers will note that 
certain none too popular sets or 
pieces have been on display a 
long time. In such instances clos- 
ing them out as clearance items 
would be a smart move. 


12—Rotate your displays 

Relocation of the display of 
different sets and types of pieces 
from time to time will give your 
“Chinaware Shop” a fresher and 
brighter appearance. Such a policy 
will suggest newness. 


13—Show colored pottery 
Popularly individual 

pieces of pottery are the vogue in 

many communities. Some dealers 


priced, 


show them right up in front as 
traffic pullers, even though they 
have more elaborate showings of 
dinnerware and 
where in the store. The fact that 
this pottery is so colorful makes it 
particularly attractive to the 
ladies. 


glassware else- 


14—Have comparative dis- 
plays 
Showing imitation and genuine 
erystalware on adjoining displays, 
and appropriately calling atten- 
tion to the differences between 
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them with “talking cards” helps 
boost the genuine and _higher- 
priced numbers. Genuine crystal- 
ware looks so much better than the 
imitation items when contrasted 
with them. 


15—Show prices prominently 


Showing prices prominently is 
always a good idea in merchandis- 
ing lines of interest to women. 
Those with limited funds are saved 
the embarrassment of finding that 
they cannot afford merchandise 
they particularly desire. 


16—Have saleswomen 

Because glassware and dinner- 
ware are of particular interest to 
women, it is well to have sales- 
women who really appreciate the 
different grades to sell them. They 
speak the same language as the 
customers. 


17—Find what the customer 
will pay 

\ full dinnerware set of higher 
price is a major investment to 
many people. Therefore, getting a 
suggestion from the prospect as to 
what she is able and willing to pay 
is worth while. Even when you 


know what the prospect wishes to 
pay it is often possible to “trade 
up.” by contrasting the pattern 
and quality of the better grades 
with those of lower quality. 





18—Consider backgrounds 


Chinaware and glassware, re- 
gardless of their quality, are al- 
ways more effectively shown on 
glass shelving or in front of mir- 
ror backgrounds than they would 
be in front of dull ones. The style 
angle is also given greater em- 


phasis. 


19—Have spotless displays 

Uninspired though the duties of 
cleaning glassware and dinner- 
ware may be these wares must be 
kept free of dust, dirt, finger 
marks, etc. This requires con- 
stant washing, dusting and clean- 
ing. Dusty dinnerware suggests 
the fact that it has been in stock 
a long while and may have a bad 
effect on sales. 


20—Sell glass ovenware con- 
venience 


Emphasis on the fact that heat- 
resistant glass ovenware can be 
used for storage and serving as 
well as for cooking is an impor- 
tant consideration to housewives. 
The fact that its use eliminates 
much dishwashing also appeals to 
them. And the fact that a woman 
can check the cooking of an item 
in a glass casserole without re- 
moving it from the oven is a big 
appeal. 
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Show the new, colorful glass dinnerware sets on the same table 


with glass beverage sets. 


An occasional table setting, entirely 


of glass items, would be worth while for women like new ideas. 
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Colorful Market Baskets Increase 


Here's an available line that's worth considering 


; a introduction of 


a line of Mexican art work, with 
colored market baskets as leaders, 
has resulted in bringing many new 
customers to the Green Brothers 
Hardware, Lawrence, Kan. When 
the line was introduced, only mod- 
erate sales were expected, the 
main idea having been to offer a 
line of merchandise which would 
serve as a “substitute” and stimu- 
late an interest in helping with 
small deliveries. The customer’s 
patriotic duty to help conserve 
tires and gasoline and delivery 
trucks was stressed in the adver- 
tising. The introductory campaign 
was inaugurated at the time when 
a paper shortage also was being 
discussed in all newspapers. Each 
ad carried the line: “Help us con- 
serve on paper.” 


Sold Them in Two Days 


The baskets were priced at 45, 
65, and 85 cents. The first ship- 
ment received was sold out in two 
days. There was some trouble ex- 
perienced in receiving deliveries 
on replacement orders. That con- 
dition, however, has been cor- 
rected and sales for the new “sub- 
stitute” department now are equal 
to former sales from departments 
which have had to be closed for 
the duration. 

“We introduced the new line,” 
says Al Green, partner, “with a 
window display, large inside pillar 
displays, and a series of small ads 
in the local paper stressing the 
patriotic theme and ‘Help us con- 
serve tires, gasoline, delivery 
equipment, and paper.’ The idea 
took hold from the start. 

“Sales have steadily increased. 
We have had hundreds of new cus- 
tomers come to the store to see 
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the line of baskets and Mexican art 
work. There has been a great in- 
terest in victory gardens in Law- 
rence, and many of the baskets 
have been sold to be used by 
gardeners in packing vegetables as 
gifts. We stressed this idea in one 
of our advertisements and window 
displays. 


“Certainly here is a ‘substitute’ 
line that has plenty of customer 
appeal and brings in a surpris- 
ingly large volume of sales. We 
were fortunate in being the first 
in our community to feature the 
new line. However, sales con- 
tinue good, even with other mer- 
chants handling similar items.” 


Green Brothers, Lawrence, 
Kan., turn a “substitute” 
line into a profit maker 


Colorful Mexican 


baskets are dis- . 2 


played in large 
humbers around 
the pillars near 
the front part 
of this store. 
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ume and profit in winter sports 
goods and City Hall Hardware 
Co., Providence, R. L., goes after 
this business with a vengeance. 
Although anxious to sell all man- 
ner of winter sports merchandise, 
the firm makes a particularly big 
bid for ski equipment. James Sie- 
gel, secretary of the company and 
manager of the store, says: “We 
go after real skiers, and our aver- 
age sale for a complete outfit 
amounts to about $18.00. We are 
trying to educate people to the fact 
that skiing is not limited to the 
wealthy. Most of our sales are to 
men and about one in ten custom- 
ers will buy a complete ski outfit.” 


Line Advertised 


Compact but complete displays 
of skating and skiing outfits and 
three or four pages of advertising 
each week help create volume for 
the department. 

Skis are offered from $1.29 for 
juvenile numbers up to $16.98 for 
adult outfits and one main line is 
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eal Ski Enthusiasts Build 


One in every ten buys 
a complete outfit from 
the City Hall Hardware 
Co. of Providence, R. I 


Skis and ac 
which is buil 
each group of 


featured. Parkas, ski poles, boots, 
gloves and bindings also are of- 
fered and are displayed in effective 
fashion around a column support- 
ing the ceiling. Skis are displayed 
upright in racks which bear large 
price tags. Above the juvenile skis 
is a panel displaying a variety of 
the extras that swell the volume 
for the department. 

Skiers, like many other outdoor 
people, want up-to-date informa- 
tion about their sport. Attention 
accordingly is given to the latest 
information as to favorite skiing 
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t aroun 
skis a5 


da column. 






n in this compact = 
Note price cards for 
xr the accessories- 





are show 


well as fo 


places. When in doubt members 
of the staff will check with local 
newspapers as to where there is 
good snow. Skis start selling ac- 
tively in October, according to 
Jack Rabinowitz, manager of the 
sport goods department, and keep 
going until the middle of Febru- 
ary. 


Equipping Schools 


School and private club hockey 
teams also buy their equipment 
from the store and two lines are 
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Winter Sales for This Firm 








A Variety of 
7 skates, j i 
ood Soure outfits ~ ae ry 
isplay. It's small but ye 
a 






h hockey 
this set- 
big job. ; 


offered. In general, hockey team 
members want and will pay for the 
best of equipment. For the skat- 
ers there is a fitting section, com- 
plete with chairs, foot rests, etc. 
In this section there is a compact 
wall display of hockey skates. 
gloves, shin guards, skate guards. 
pucks, etc. In addition to news- 
paper advertising, winter sports 
goods are given ample window dis- 
play space. 

As the merchandise displays on 
these pages so clearly illustrate, 






winter sports equipment is shown _ = where the skaters are fi 

where the customer or prospect including aecunts is an ellective dior, jtuipment. Between 
can clearly examine the various Each article tedtueed ‘in guards, Sticks 1 Maedlng.' goods 
‘. f “1. ‘ i n i : ld “ ’ Pucks, 
items and easily compare different 8 display is Plainly price moe 


qualities. 
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Windows designed 
to show large or 
small merchandise 
are incorporated 
in the thoroughly 
modern front. The 
window shoppers 
can see all the 
lighted interior 
from the outside. 





These color panels 
are highlighted by 
means of fluores- 
cent lighting. The 
display is located 
centrally in the 
paint department. 











USTOMERS of the 
Alliance Hardware Co., Alliance, 
Ohio, have doubled in number 
since the inauguration of a recent 
aggressive promotion and _ public- 
ity program. This was started fol- 
lowing the completion of an 
extensive store modernization pro- 
gram which has resulted in one 
of the most attractive hardware 
stores in the community. Sales 
volume kept pace with the increase 
in store traffic so that all of the 
changes, although seemingly on 
the drastic side, worked out for the 
best. 

The promotion program started 
off with the grand opening of the 
store. Advertisements in the local 
newspapers invited residents of the 
community to the preview of the 
new store on a Wednesday eve- 
ning, between the hours of 7 and 
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Good lighting, in- 
teresting table 
displays and fine 
floor layout com- 
bine to encourage 
People to visit all 
parts of the Al- 
liance Hardware 
Co. establishment. 





ity Build Traffic and Volume 





9 o'clock. More than 1400 people and the Alliance Hardware Co. 
registered during that time. The : 
he crowd was so large that it was has doubled the number of its 
e, impossible to close the store at the , customers since it modernized 
er appointed hour, even though no 
nt merchandise had been sold. 
ic- Ladies visiting the store were 
al- presented with: gifts useful to them 
in in their homes. A grand opening 
o- sale, held on Thursday, Friday, and 
ne Saturday, followed the evening pre- 
re view. The merchandise to be sold 
es during the opening sale was on 
se display during the preview and 
he this showing stimulated interest in 
mn the many bargains offered. 
he Since that time, the firm has 
run one or more advertisements in 
od ; the local newspapers each week. 
he These ads usually appear in 
al 
he 
The end tables have rounded 
he corners. This makes it easy 
e- for traffic to flow through 
id the entire main floor area. 
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Thursday’s papers. Occasionally 
Friday’s papers are also used. 
L. F. Williams, manager, believes 
that advertising to be effective 
should be consistent. This does 
not mean that the same amount of 
advertising should be done all the 
time. There are occasions when 
small ads can be used and also 
times when larger space must be 
taken in order to put over a par- 
ticular promotion. 

This firm is always anxious to 
cooperate with suppliers on pro- 
motions. Such events are sched- 
uled on the store’s program well 
in advance. In this way, complete 
plans can be worked out, some- 
thing that is very essential if such 
activities are to be successful. 

Not so long ago, the company 
joined with the manufacturer of 
their paint line to sponsor a “Hos- 
pitality Week.” Daily paint dem- 
onstrations were a part of program 
which was advertised extensively. 
To bring the women to the store, 
hurricane lamps were given free 
to each woman registering for the 
demonstration. More than 600 
lamps were placed in the hands of 
customers during the week in this 
manner. Needless to say, those 


New iiems, seasonal goods 
or special merchandise are 
usually featured upon the 
end tables and the displays 
are changed frequently. Fix- 
tures along the sidewall at 
the right show a wide variety 
of attractive housewares. 
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who took the time to visit the store 
were handsomely rewarded and 
were impressed favorably. New 
customers were acquired and busi- 
ness was built in this way. 
Something new seems to be hap- 
pening around this store every 
week. Whenever possible, the 
firm’s merchandising and selling 
activities are tied in with national 
promotional events sponsored by 
manufacturers. The store is 
trimmed with the official decorat- 
ing material so that people will 
associate it with these affairs. Fre- 
quently, these events are publicized 
in national advertisements or over 
the radio and it is good local ad- 
vertising for the store to be 
identified with these movements. 
Practically all advertising medi- 
ums are used in the store’s pro- 
motional and publicity activities. 
Direct mail is used extensively at 


. 





Sporting goods of all types 
are featured under a balcony 
at the rear. This is an ideal 
spot in which the fishing or 
hunting enthusiast may make 
a very leisurely selection. 


certain times of the year. A 
spring and fall catalog is the most 
outstanding example of this type 
of advertising. 

Last spring, more than 2,100 
catalogs were placed in the hands 
of farmers on the rural routes in 
the trading area of Alliance. These 
have produced excellent results. 
Numerous checks have been made 
to substantiate this fact. 

A short time ago, a farmer 
walked into the store with one of 
the catalogs and asked to see an 
item listed in the catalog at the 
price of $22.50. The salesman 
showed the merchandise and, at 
the same time, presented another 
item of better quality. The farmer 
finally decided to take the better 
item which sold for $39.50. Sales 
were increased by well executed 
“selling-up” technique on the part 
of the salesman but the catalog 
brought the customer to the store. 
Many farmers like to shop from 
a catalog and so more than 1,900 
catalogs were distributed to resi- 
dents of Alliance. Results from 
direct mail promotions in the city 
are more difficult to check because 
of the overlapping of coverage 
from the weekly newspaper adver- 


tising. 
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Main Floor “Bath Shop’ Aids 
Sales of Accessories 


The Glendale 
Hardware Co. has 
located this shop 
adjacent to the 
paint department 
and has found 
that sales in both 
of these sections 
are zooming 


as a result 


A complete assortment of 
bathroom accessories and 
equipment is featured in 
this main floor display 
of Glendale Hardware Co. 


Sin of bathroom 


accessories improved when the 
Glendale Hardware Co., Glendale, 
Calif., established a “bath shop” 
on the main floor of the store in 
order to better capitalize on the 
new residential construction and 
many remodeling jobs then going 
on in that community. This line 
is usually shown on the balcony 
along with other builders’ hard- 
ware, 

Many factors were considered 
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in locating the “bath shop” on the 
main floor, according to Don 
Webb, partner. Paint is used on 
every new construction or re- 
modeling job so Mr. Webb figured 
that a good location for the “bath 
shop” would be near the paint de- 
partment. 


Easy Extra Sales 


Extra sales of the bathroom ac- 
cessories were easily made be- 
cause of this arrangement. As 
soon as a customer decided on the 
paint for a remodeling job, the 
salesman would say something to 





draw the customer’s interest to the 
“bath shop” nearby, if the cus- 
tomer had not already become in- 
terested in this merchandise. 

The real volume in this line, 
however, comes from the efforts 
of the builders’ hardware depart- 
ment which contacts the builders 
and contractors constructing new 
homes. The home owner is still a 
big factor in the selection of this 
material. Many of them come to 
the store and, after seeing the dis- 
play, pick out bathroom acces- 
sories and fixtures of a much bet- 
ter quality than the contractor had 
originally planned to furnish. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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New Lines—New Ideas 


RACTICALLY every _ retail 
hardware store has added some 
new lines during the past several 
months. Whenever a new line is 
added new merchandising and sell- 
ing ideas are usually required. 
This gives rise to experiments in 
arrangement, display, and location 
in order to secure the best vol- 
ume of sales. Every member, no 
doubt, has had some experience in 
this respect. The results you have 
secured would be interesting and 
very helpful to other members of 
the Retail Sales Idea Club. Also, 
this is one of the purposes of the 
Club. To encourage members to 
contribute their experiences and 
ideas HARDWARE AGE pays $1.00 
for each idea accepted for pub- 
lication. 

So don’t delay. Send in the suc- 
cessful merchandising and selling 
ideas that you have used to build 
volume on new merchandise now 
in your stock. 


Things to Keep in Mind 

Selling goods in the retail hard- 
ware store can become a very rou- 
tine matter if one isn’t careful. To 
prevent this, one should brush up 
on and review good selling tech- 
nique from time to time. It is al- 
ways good practice to analyze 
selling failures in order to find 
out why the customer did not buy. 
This naturally results in the con- 
sideration of things you could 
have done that you did not do and 
which might have brought about 
the sale. 

One of the hardware industry’s 
top notch salesmen listed the fol- 
lowing four points 
and saidthat 
every retail hard- 


ware salesman should keep them 
in mind when selling merchandise. 


1—Know when to stop selling. 

2—Determine the customer’s 
needs. 

3—Overcome objections by us- 


method. 


ing the “Yes,—-but .. . ” 
4—Sell value for value. 

It might be a good plan for 
members of the Club to check their 
selling against these points now. 
Then apply them at the first op- 
portunity. 





“Selling Sentence” Contest 
October 


Build ‘Selling Sentences” About These Items: 


1—Milk Strainer 
2—Window Ventilator 


3—Ice Skates 
4—Electric Toaster 


5—Bath Scale 
WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


Harpware AGE will pay $2.00 for the best selling sentence on each of the 
five merchandise items listed above. $1.00 each will be paid for all other 
“Selling Sentences” published and which the judges deem worthy of such 
honorable mention. 

Entries must be received not later than Oct. 26th. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the Nov. 26th issue of Harp- 
warE AGe. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final and all material submitted becomes the property of 


HarpWARE AGE. 


Five Simple Rules 


l. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retalt Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 


contest October “SELLING SEN- 
TENCE” CONTEST on each card (or 
letter). 


1. Only individuals who have regis 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewriten on postal cards (or 
letters) will be appreciated but are 
not required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 
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Idea for Catalog System 

“We believe one of the best 
sources of extra sales is a good 
catalog system. When a customer 
asks for an article we do not stock, 
we simply take a catalog off the 
shelf, show him the item, and 
quote the price. Many extras sales 
are made in this way. 

“Manufacturers keep us sup- 
plied with catalogs, list and dis- 
count sheets. The mail brings in 
hundreds of pamphlets on new 
and improved items which we 
place in a file under the name of 
the article. 

“Syndicate stores have their one 
catalog to sell from, but we be- 
lieve a good catalog system helps 
us to get our share of this type 
of business.” 

DanieEL R. Woopsury 
Waite Hardware Co.. 
Southbridge, Mass. 


x*e 


Display Sells Pottery 

“We sell an attractive line of 
pottery in our gift department and 
find a very effective way to dis- 
play the various shapes, sizes and 
colors of vases and bowls is to 
show flowers in them. Artificial 


Copy this form on a penny 
post card if more than one 
form is necessary. 


flowers are used during the win- 
ter months and real flowers when 
in season. Nearby, we always have 
a booklet which shows how high 
and low type vases can be used 
and gives some suggestions on the 
arrangement of flowers in each 
type. This booklet is in full color. 
We have increased our sales of 
pottery as a result. Telephone 
orders have shown a very good 
increase, too. All of these items 
make excellent gifts. We also gift 
wrap them and ship to any part of 
the country.” 

Mrs. Paut SELL, 

Paul Sell Hardware, 

Girard, Kan. 


xk 


Increases Interest in Heaters 
“In the fall we put a miniature. 
sheet iron wood heater with stove 
board, stove pipe and elbow in 
the middle of our heater window 
display. Grouped around this tiny 
stove are stove pipe, elbows, flue 
stops, etc., and other related heat- 
ing needs. A poster advises the 
wihdow shoppers to shop now for 
new heating equipment and to get 
their present equipment in good 
condition for the cold weather. 


You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 


This has stimulated a lot of inter- 
est in this merchandise and im- 
proved the volume of the business 
early in the season.” 

Heven M. Douc-as, 

W. H. Douglas Hardware. 


Commerce, Tex. 
x«r 


August “Selling Sentence” 
Prize Winner 

Through an oversight, Wm. H. 
Bailey, Perth Amboy Hardware 
Co., Perth Amboy, N. J., failed 
to receive notification that he had 
won a first prize in time for him 
to send us a picture for use on the 
Club pages in the September 17 





WM. H. BAILEY 


issue. Usually photographs of the 
five first prize winners are pub- 
lished along with their winning 
“selling sentence.” We are glad 
now to publish Mr. Bailey’s pic- 
ture ard regret that it could not 
have been used when his selling 
sentences appeared. (See page 45 
September 17 issue.) 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


Name 





Firm 


St. 





City 
















The Worthington Hardware Co. has done 
an outstanding job of merchandising 
an available line and has done it in 
a town whose population is only 1300 


COLSSO! neconas 


te 


Neon signs, show cards on the door jambs and a floor display of albums 
announce to the passing prospect that this is the record department. 











iia months 


ago. J. W. Loos, owner of the 
Worthington Hardware Co., 
Worthington, Ohio, put in a stock 
of phonograph records. The in- 
vestment was approximately $300. 
At the end of four months, this 
stock had been turned over three 
times. Since that time sales have 
continued to increase, many new 
customers have been secured and 
store traffic, especially of ‘teen age 
high school students, has jumped 
amazingly. Incidentally, the town 
has a population of 1300. 

“The results that we have se- 
cured on this line of phonograph 
records have simply amazed us,” 
says Mr. Loos. “It is certainly go- 
ing to help us regain some of the 
volume lost as a result of curtail- 
ments to other hardware items.” 


Carefully Selected 


The stock of records was se- 
lected carefully. Valuable help in 
making up this order was secured 
from the representative of the 
nearby distributor. Since that 
time, Mr. Loos and other em- 
ployees of the store have been able 
to find out the desires of the store’s 
customers and can now decide on 
the new pieces to be added to the 
stock. 

A number of students playing 
and buying records can cause 
quite a disturbance in the average 
hardware store unless suitable ac- 
commodations can be arranged for 
them. This company cleaned out 
one section of a storeroom, par- 
titioned it off, and converted it into 
the record and radio department. 
This room is approximately 10 ft. 
wide and 16 ft. long. In one cor- 
ner is a sound-proof booth which 
is equipped with a record player. 
Here customers can play particu- 
lar selections and still not disturb 
other people in this department or 
other parts of the store. 


Turns a $300 Stock of Records — 





Radios and combination radio 
and phonograph sets are displayed 
around the walls of this room. 
The complete stock of records is 


arranged across one end. Sheets 
listing the latest recordings by the 
various producers are posted on a 
bulletin board facing the entrance. 
This is the first spot visited by the 
enthusiastic “swing fan.” They 
want to see what’s new. 

All radio sets displayed in the 
room can be operated and demon- 
strated to interested prospects. 
Shelves on the wall, just above the 
console models shown on the floor, 
provide a space for the portable 
units. Chairs and a small desk 
complete the equipment of the 
room. 

The entrance to the record de- 
partment faces the front of the 
store and one of the main aisles 
leads directly to this section. One 
large neon sign on one of the lines 
of radios carried was placed above 
the entrance arch while another 
illuminated sign on one brand of 


This sound-proof 
booth, located in 
one corner, makes 
it possible for lo- 
cal “hep cats” to 
play the “hot” 
numbers’ without 
disturbing other 
patrons who are 
in the store. 


The entire stock 
of records is in 
this compact fix- 
ture which is at 
one end of this de- 
partment. Sheets 
giving informa- 
tion on all of the 
new releases are 
posted upon the 
bulletin board 
and on the wail. 


records is suspended from the 
arch. Show cards along the door 
jambs and a floor display rack, 
featuring popular record albums, 
complete the features that are used 


tv pull people to this department. 
“We advertise and promote re- 
cordings in our windows several 
times each month,” says Mr. Loos. 
“Whenever we obtain a new batch 
of ‘hot numbers’ that we think will 
appeal to our trade we tell them 
about them. Most record fans 
make a point of stopping in every 
now and then to hear some of the 
new pieces. Invariably they buy 
one or more recordings or make 
plans to come back later and get 
the piece after they have promoted 
the money from their parents. 
Records sell from 55 cents up.” 
In order to keep posted, Mr. 
Loos subscribes toa record release 
service. This costs $20 a year and, 
he says, it is worth every cent of 
it. This service gives the dealer all 
of the new releases each week. It 





also provides a complete list of all 
records by all artists that are avail- 
able. It is kept up to date each 
week and is extremely valuable in 
finding special records. 


Three Times in Four Months 





Ice skates occupy a prominent spot in the sporting goods department 
at the front of the store. Accesscries are shown on the fixture ledge. 


Sales of Skates Increased When 
Entire Community Took to the Ice 


The Litchfield Hardware 
Co. aided in promoting a 
local rink and built up 
business when it did it 


is in 


promot ing and maintaining a free 
outdoor ice skating rink for resi- 
dents and neighbors of Litchfield, 
Minn., helped the Litchfield Hard- 
ware Co. to stimulate interest in 
the sport and increase the number 
of skaters in the community. As a 
result, the company’s sales of ice 
skates increased many times over 
and many new customers were won 
for the store. 

According to E. W. Anderson, 
one of the owners, the idea started 
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when the hardware dealers in the 
community decided to sponsor an 
outdoor ice skating rink for the 
community. This group of mer- 
chants supplied an outdoor stove 
around which the skaters could 
gather and warm themselves and 
also kept the ice in good condi- 
tion. Soon the entire community 
was enjoying this excellent out- 
door sport. In a short time, the 
public demanded that the city and 
the school take over this job and 
enlarge and increase the number 
of local rinks. 





“Now just as soon as freezing 
weather arrives the outdoor rinks 
are made ready,” says Mr. Ander- 
son. “We usually start to display 
and promote our ice skates during 
the early part of October. Our 
best volume on this line is secured 
during the holiday season, how- 
ever.” 

Interior displays are very im- 
portant and this company features 
this line prominently in a large 
space in the sporting goods de- 
partment which is located toward 
the front of the store. 
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Novel Fixture Carves Out Extra 


Display Space From Deep Window 


L. S. Swinehart Co. has more 
space for sporting goods 
and no display headaches 


ia of 


a simple stock fixture along the 
back of one of its deep show win- 
dows gave the L. S. Swinehart Co., 
Richmond, Mich., additional dis- 
play space for sporting goods and 
also improved the space available 
for window trims. Inexpensive 
lumber was used for this display 
unit which was built by employees. 

One of the store windows, ap- 
proximately 7 ft. in depth, had al- 
ways presented a trimming prob- 
lem. It had been practically im- 
possible to install a trim of small 
merchandise in this space and pro- 





duce an attractive presentation. 
Building the fixture on the win- 
dow base along the rear served to 
reduce the depth of the window to 
about 4 ft. and made the trimming 
problem a comparatively easy one 
to solve. Displays of small mer- 
chandise can now be _ installed 
easily and quickly. 

The new sporting goods fixture 
is of a rustic type. It is built of 
sidings and is both inexpensive 
and attractive. An unusual top has 
been added to carry out the rustic 
idea. This top consists of short 
pieces of halved logs which slope 
toward the front and give the ap- 
pearance of a roof. 


Siding is used for the back of 
the fixture, one side of which 
serves as the window background, 
and it is ideal for the purpose. It 
is smooth and full of knots and, to 
a certain extent, resembles the ex- 
pensive knotty pine. In order to 
retain this appearance, the wood 
was finished with clear shellac. 

This new sporting goods fixture 
occupies a space 9 ft. in length and 
approximately 35 in. in depth. It 
is built on the window base which 
is about 10 in. high. The ledge of 
this unit, however, is the same 
height as the adjacent sidewall fix- 
tures. Shelves below this ledge are 
used for the display of shotgun 
shells 

The upper part of the fixture 
is simply an open case. Various 
supplementary fixtures, such as 
shelves, racks for guns, golf clubs, 
tennis rackets, etc., can be inserted 
whenever they are needed to de- 
velop the particular seasonal dis- 
play. 


This 9-ft. sporting goods case was built along the back of a deep show 
window which is entered through the doors at the end of the fixture. 
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Early November-Show Merchandise 
for Thanksgiving and Wooden Ware 


holidays and 


national events scheduled for the 
month of November are as fol- 
lows: 

Nov. 3—Election Day. 

Nov. 11-30—A merican Red 
Cross Week. 

Nov. 11—Armistice Day. 

Nov. 26—Thanksgiving Day. 


For Thanksgiving 
Start promoting sales on house- 
wares for Thanksgiving early this 
year. Many retail hardware deal- 


ers will have a number of new 
items and lines to sell. Work out 
some new selling angles on them 
and then put them across with a 
good window display. 

Remember that the window 
can’t do it all. You will need to 
arrange pleasing and attention- 
getting interior displays of these 
new items in order to carry out 
your program successfully. 

A suggested window display 
covering the entire line of Thanks- 
giving merchandise is shown on 
this page. This display is well 
suited for the smaller dealer with 


limited stocks and small display 
windows. Colorful background 
material can be used in such a 
display. Cut-out paper turkeys in- 
corporated in the background pro- 
vide genuine atmosphere for the 
entire display. 


Luxury Merchandise 


It is quite possible that many 
customers will be buying higher 
priced goods this fall and winter. 
Earnings of a large segment of 
workers throughout the country 
are up considerably. These people 
are going to be mainly interested 
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THANKSGIVING MERCHANDISE WINDOW 


MERCHANDISE: Stew kettle, square and round amel 
enamel and aluminum oval roasters, carving sets, food choppers, pressure cookers, ring 
moulds for salads, glass bowl sets, pressure cooker insets, wire pastry blender, glass bak- 





s, electric roaster, 


ing dishes, pie plates, bread baking dishes, casseroles, custard cups, angel cake pans, 


egg beaters, cake deco outfits, flour sifters, cookie cutters, sauce pan set, kitchen cutlery, 
stew pots, measuring spoons. 


BACKGROUND: Center panel buff corrugated board or painted wallboard. Side’ 


panels of dark brown corrugated material. 


out turkeys should be used in the background. 
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Cut-out letters of red corrugated board. Cut- 
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=") DEALER 25 LETTER |= 


HELPFUL MONTHLY DISCUSSIONS 
ON “GUNOLOGY” AND RETAILING... 
FREE TO HARDWARE MEN 


e@ If you’re a hardware or sporting goods dealer, 
salesman, a jobber sales executive or jobber sales- 
man, a knowledge of “gunology’’ would prove most 
beneficial to you. 

“Gunology” is a term to describe a practical 
working knowledge of guns, ammunition, shoot- 
ing and hunting. It enables you to give the right 
kind of advice on guns and ammunition, so that 
customers can get the most from them. You'll be 
able to give pointers on gun service, and the 
proper care and conservation of guns and ammuni- 
tion—things that customers appreciate more and 
more as time goes on. 





Factual, down-to-earth, authoritative discus- 
sions on “gunology” appear every month in the 
Retail Merchandiser’s Club Bulletin. In addi- 
tion to this information, the Bulletin also con- 
tains useful retailing news from the hardware 
field, of practical value, to every dealer. 

So ask us to put you on the list to receive the 
Bulletin. No cost. No obligation. No box tops. 
For easy membership rules, see details below. 
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THE BARREL OF 
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If you are engaged ‘ by xy ly CAN-I USE 
in selling hardware or = MODERN 
sporting goods, whole- toners radians 
sale or retail, and are 


‘ 








interested in guns and — Do You 

ammunition, this is , © AecCr = 
4 YOUR Club. Write for | WHATS THE \_ LEAD STREAKS. 
i DIFFERENCE 


AE 


membership blanks for BETWEEN SoFT 
yourself and others in AND CHILLED 

your organization, 
You’ll then be enrolled 
as a member of the 
Retail Merchandisers’ 


Club. LIFE WOULD SURE BE 
We'll send you the “Bulletin” every month as they EASIER FOR SIMPSON IF 


appear, and furnish you with back copies to bring y 
you up to date. There are no dues or obligations of 

any kind. So before you forget it, dash off a note to HED JOIN THE aueaies 
Remington Arms Company, Inc., Dealer Section, MERCHANDISERS CLuB/ 
Bridgeport, Conn. We'd be happy to have you as a 
fellow member in this growing organization. 


ae 
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WOODEN 
WARE 


STRETCHERS 


~ LADDERS 





CLOTHES 
HAMPER 


FOR THE HOME 


WOODEN WARE WINDOW 





MERCHANDISE: Folding wall type clothes driers, ironing board, folding floor clothes 
drier, clothes hampers, wash boards, clothes pins, wooden bowls, wood bath stools, clothes 
baskets, wood potato mashers, wood salad spoons and forks, scrub brushes, wood pails, 


etc. 


BACKGROUND: Center panel ivory corrugated board or painted wallboard. Side panels 
of light green material. Cut-out letters of dark green corrugated board. 


in getting some merchandise for 
their money and they can be sold 
de luxe items if you try. In many 
instances, only the very high 
priced goods will be available. 

This is one way to increase your 
volume while still selling less mer- 
chandise. Dealers who have stocks 
of high quality goods should strive 
to “sell up” at every opportunity. 
Be sure to instill this idea in the 
minds of your sales force. 


Wooden Ware 

Most dealers would be surprised 
at the number of items in their in- 
ventories that are made of wood. 
And so would their customers. So 
why not develop a display of this 
merchandise and really make an 
impression on the public? People 
are more likely to think of your 
store when they want items made 
of wood if you feature such a dis- 
play. 

You will find a suggested dis- 
play of wooden items on this page. 
The items displayed are not all 
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related but this is not important. 
This window should be supported 
with interesting displays of wood- 

















en ware shown inside of the store. 

Clothes hampers of all types are 
popular items in most hardware 
stores. They require considerable 
display space if the complete line 
is to be shown and, for this reason, 
are not often featured on the main 
floor. They should be displayed 
there occasionally. One of fhe 
most effective ways to show them 
is on a platform. If the platform 
is located in the center of the floor 
it will be necessary to build some 
step-up fixtures for it. With this 
equipment, more hampers can be 
displayed and shown to better ad- 
vantage. 


Lighting Effects 

Another good place in which to 
show hampers is in a sidewall plat- 
form section. Here they can be ar- 
ranged at different levels and 
shown against a background. Spe- 
cial lighting effects can also be 
used to draw customers to this dis- 
play wherever it is located in the 
store. 
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Are you looking for a sure-fire 
PROFIT LINE? 


DEHYDRAY 


"The completely dehydrated flat wall paint” 





Sells on sight and brings you more store traffic 


Dehydray, the latest achievement of the famous interior wall surface ... hides over wallpaper 
Devoe Laboratories, is the ultimate perfection of with one coat . . . costs less per room. 

the new type water paints your customers want 

. . . easy and economical to use . . . simple to Dehydray is the paint your customers buy if 
mix ... dries in an hour . . . covers any type of you let them know you stock it. 


These 3-piece, full-color window displays and sales helps are yours free for the asking. 


DEHYDRAY 


Full-color 3-piece window display 
(center panel 38 inches high) 
brings people into yourstore tobuy. 


2? Handbills imprinted with your 
firm name further stimulate their 
urge to buy. (We supply these at 
actual cost — all other sales aids 


are FREE to you.) 






SAVES Time f 
Spreads quickly ~ Or ies nt how | 


ONME-COAT ECONOMY =. 
Medes even wuttpape , 


ies ‘Brough 2 tong bright Nike a 


, 


3 Full-color direct-mail 


folders for you to send 


RETAILS UNDER $1.50 PER GALLON 


Five-pound package 
makes one liquid 
gallon. $ 
RETAILS AT a err | 


Get these free sales helps and watch your 
STOCK DEHYDRAY - DISPLAY DEHYDRAY satisfied customers come back for more 
There is money for you in this coupon. | DEVOE & RAYNOLDS CO., INC., 44th Street at 1st Avenue, New York, N.Y. 


Tear it out and mail it today. [_] I would like complete information on Dehydray — the new Dehydrated 
Flat Wall paint. 


' ] Please have your representative put on an actual demonstration in 
my store. HDY- 3. 
NAME 
RAYNOLDS | vv: 


44th St. at Ist Ave., New York, N.Y. pnd STATE 


your own customers and 
prospects — another aid 
to greater profits. 
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Present main office and warehouse of the firm in San Francisco. 


Pacific Coast Wholesaler Resumes 
Former Firm Name—Baker & Hamilton 





WAKEFIELD BAKER 
President 


+ 


HE firm name of 


Baker & Hamilton, pioneer western 
hardware wholesalers, has again ap- 
peared on the Pacific Coast, in the 
change to that name by Baker, Ham- 
ilton & Pacific Co., San Francisco, 
Cal., wholesale hardware distribu- 
tors. Although the name Baker & 
Hamilton was first used in 1853, the 
business was actually founded in 
1849, during the gold rush days. In 
its 93 years of activity the business 
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Baker, Hamilton & Pacific Co. again assumes 
name first used by concern in 1853—Company 
started in 1849 as New England Seed Store 


has survived two floods, a fire and 
earthquake, 11 national financial 
panics and three wars prior to the 
present conflict. A third generation 
member of the Baker family contin- 
ues active in the firm’s direction. 
Col. J. F. L. Warren founded the 
New England Seed Store (Warren & 
Co.) in 1849 to handle seeds and 
crude eastern implements. He had 
gone west in search of gold but soon 
determined that a mercantile busi- 
ness would be more profitable. Col. 
Warren started business in Mormon 
Island on the south fork of the 
American River, moving his store to 
Sacramento the following year. The 
year he entered business, Livingston 
L. Baker, 22 years of age, a native 
of Portland, Me.. was also attracted 
by the gold rush as was Robert 
Muirhead Hamilton, a 19-year-old 
lad from Scotland. Like Col. War- 
ren, the two young men were shortly 
convinced that the mercantile busi- 
ness was more promising than gold 
panning. and so in 1853 they be- 


came partners in the firm of Baker 
& Hamilton, having purchased the 
mercantile business operated by 
Col. Warren. 

Mr. Hamilton called on the out- 
side trade and his partner sold in 
the store and kept the firm’s books. 





L. L. BAKER 
One of the original partners. 
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_ my BLAKE & LAMP , 
Steel Traps_ 


/ gat back — 


Today, steel is a precious metal. It is more precious than gold— 
because gold would be too soft for ships and planes and guns and 
tanks. 

































Today, the necessity of protecting our wildlife from fur-bearing 
predators is naturally subordinated to the urgency of protecting 
ourselves from predators in human form—who would rob us of 
liberty and our way of life. 


Accordingly—it is easy to understand that there is, and will be 
for the duration—but a limited amount of steel available for the 
manufacture of animal traps. And this limited amount of precious 
metal must be used, as never before, to check the weasel, the fox, 
the wolf, the wildcat and other predators; to procure as many 
pelts as possible for the adornment of femininity and thus con- 
tribute towards the morale of the home front; and—most urgent 
of all—to provide the skins from which are made the fur parkas 
for our fighting men in the frigid zones of defense. 


Today, the manufacturer-jobber-dealer channel of hardware distribution 
understands the problem of steel better than any other group of men. We 
are grateful that they appreciate, without explanation, the impossibility of 
according them the same complete and unfailing deliveries of which we have 
been proud in the past. And we are confident that we shall work hand-in-hand 
in distributing and taking care of the availabld supply of Blake & Lamb— 
until thousands of youthful trappers return, after having completed their job 
of destroying the predators across the seas. 


For The Duration 


Our next regular catalog will be our VICTORY ISSUE—to be published 
after the war is won. For the duration, we shall issue periodical bulletins— 
advising the hardware trade and the trapper of the limited number of sizes 
and patterns we shall be able to supply under current restricted conditions. 


THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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The original building in Sacramento. 


By 1863 seeds were long a forgot- 
ten line for the firm and they con- 
centrated on implements. That year 
marked the first appearance of a 
Baker & Hamilton catalog. Four 
years later the business expanded 
with the opening of a San Francisco 
branch at 13-19 Front St., under the 
guidance of Mr. Baker, his partner 
remaining in Sacramento. 

Because eastern agricultural im- 
plements were difficult to obtain and 
were not well adapted to the needs 
of California farming. the partners 
acquired the Sweepstakes Plow Co. 
of San Leandro and moved it to 
Benicia to make a complete line of 
farm tools as a separate business 
under the name of The Benicia Ag- 
ricultural Works. The Benicia busi- 
ness was continued until 1904 when 
it was discontinued because of more 
cheaply produced eastern equip- 
ment and the development of new 
and diversified farming methods. 

Business in San Francisco con- 
tinued to grow and so a new build- 
ing had to be constructed at Pine. 
Davis and Market Sts., which con- 
tinued as the company’s home. in 
that city, until fire destroyed it in 
1906. Mr. Baker passed away in 
December, 1892, and his partner in 
May, 1893. The company was incor- 
porated as Baker & Hamilton in 
January, 1893, with Wakefield 
Baker, son of the senior partner, as 
president, and Alexander Hamilton, 
eldest son of the other partner. as 
vice-president. 


The Great Fire 


The great fire of 1906 gutted the 
San Francisco branch, with a huge 
financial loss. However, the Sacra- 
mento house carried the load and 
10 days later the San Francisco 
branch was again operated, this 
time at 433-481 Brannan St. Seven 
years later Wakefield Baker died 
suddenly at the age of 47, being 
succeeded by Alexander Hamilton. 
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Philip S. Baker, half-brother of 
Wakefield Baker, was elected vice- 
president and secretary. At that 


The firm’s first building 
in San Francisco. 


time the Sacramento and Los An- 
geles branches were discontinued. 


How to Straighten 


FP UHIS sketch illustrates a success- 

ful method for 
thin dented or collapsed tanks. Make 
a coil on the end of a wire similar 


straightening 


to that shown in the drawing. 
Solder this to the tank at the dented 
place. When solidly attached pull 
with one hand and simultaneously 
pound around the outside of the dent 
with a hammer. The dent will usu- 
ally come out without difficulty. 
After straightening, the solder is 
easily melted off and the wire pull 
removed. 

If it is possible to use a straight- 
ening rod on the inside of the tank 
to remove the dented spots, or if it 
is practicable to apply internal or 
other water pressure for forcing out 
the dents, these methods might be 
more effective. 


Operations are now conducted from 
San Francisco and the firm also 
maintains warehouses in the nearby 
city of Oakland. 

In January. 1918, Baker & Hamil- 
ton was merged with the Pacific 
Hardware & Steel Co. to form 
Baker, Hamilton & Pacific Co. The 
Pacific Hardware & Steel Co. had 
been successor to several other 
firms, the first of which was the pio- 
neer firm of Huntington, Hopkins & 
Co., founded in 1850 in Sacramento. 
Thirty years later the Huntington. 
Hopkins organization was succeeded 
in the hardware business by Miller. 
Sloss & Scott. A series of other 
mergers resulted in the Pacific 
Hardware & Steel Co., with which 
the Baker & Hamilton concern was 
finally merged. At the time of the 
merger, in 1918, Mr. Hamilton con- 
tinued as president and W. T. Smith 
became chairman of the board. The 
company, by then, had discontinued 
selling agricultural implements in 
order to devote its efforts to general 
hardware, tools. sporting goods and 
housewares lines. 


Wakefield Baker President 


With the passing of Mr. Hamil- 
ton in 1932, Mr. Smith became 
president and Wakefield Baker, of 
the third generation of the family in 
the business, was elected vice-presi- 
dent and general manager. On Mr. 
Smith’s demise, in 1936, Wakefield 
Baker was elected president of the 
concern. 

By returning to the firm’s earliet 
name tribute is being paid the 
founders and the oldest company 
name in hardware and steel in the 
West is being revived. 


Thin Dented Tanks 


THIN SHEET 
METAL TANK 
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WIRE 





‘WIRE CO/L 











Showing the method used in 
straightening dented tanks. 
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To The Corbin Screw Corporation 


Estellence in the Production 
So. of War Equipment 





Loyalty skill — and devotion to duty have won for the 
men and women of The Corbin Screw Corporation the 
Nation's highest industrial tribute. 

The entire organization has rededicated its efforts to ever- 
increasing output of material vital to victory. 











General Office and Factories: 


THE CORBIN SCREW CORPORATION rem ( ) (SE an eae aaeodees 
$s 


[The American Hardware Corporation Successor) * —— C 0 Wd ay N . Chicago: 321 West Randolph Street 
PRECISION 
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CORBIN PRODUCTION WILL Wh 
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The 


ETIRINGtoa 
farm in Connecticut has its humor- 
ous side and | have many good 
laughs. With the long distance 
telephone at one’s elbow one may 
still keep in touch with the busy 
working world. The New York 
papers do not come by rural free 
delivery until noon, so one writes 
in the morning. After lunch I can 
read. I have more time for per- 
sonal visits and interviews have 
been eliminated. When one calls 
by long distance it means they 
have something on their minds. 


A Busy Telephone 


Today, | had a telephone call 
from an acquaintance who is not 
a hardware man. He wanted to 
know where he could buy axes, 
hatchets, hammers, shovels and 
barbed wire for Brazil. He said 
he could place some good round 
orders. He thought as the goods 
were for Brazil, a foreign friendly 
nation, he might get priorities. | 
told him who to see in New York. 
He said “thanks”! 

Another call was from a foreign 
gun maker. He had the rights for 
the Western Hemisphere for a for- 
eign machine gun. He is forming 
a company in the United States to 
make and sell this gun. I long 
distance telephoned several gun 
makers I know. They were all full 
up to capacity on government or- 
ders. He is still seeking a maker. 
He appreciated my help. 


ean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


\ retail hardware dealer | have 
never met sent me a copy of an 
advertisement in his local paper. 
He is selling out at bargain prices 
and is retiring from business after 
27 years in one location. What he 
can't sell he will place in storage. 
He will retire to a farm. He says 
farmers are getting all the breaks. 
He suggests that a registered ac- 
countant not a hardware man is 
required to run a store. 


Times Have Changed 


On his furlough the 22-year-old 
son of a friend called and said he 
is a midshipman and will soon 
take his examinations to be an 


ensign, when he will draw $265 


per month in salary and extras. 
He wants sea experience, but as 
soon as examinations are over he 
will go west to be married. When 
he informed me of his plans he 
laughed because two years ago I 
advised him to work on-his career 
and not get married until he was 
30. He explained that when he 
went to his ship he might never 


come back, so he and his sweet- 
heart decided it was best not to 
wait. The $265 also helped in the 
decision. 

This is turning out to be the 
greatest farm year in crops this 
country has ever had. We will 
have plenty to supply foreign na- 
tions as well as ourselves. Nature 
is “kidding” the United States. 

But down in New York retail 
prices are climbing out of sight. 
The spread between farm prices 
and city retail prices indicate some 
high and fancy profiteering. Milk 
on farm here 7 cents, in New York 
it is 17 cents. Fresh eggs are 50 
cents here and in New York are 
62 cents, etc. 


Trains Are Crowded 


Trains are crowded everywhere. 
A lady coming to New York on 
New York Central Railroad tells 
me they took on some kind of a 
convention at a New York up-state 
city. Most of the delegates were 
drunk. She said the trip was dis- 
gusting and alarming. No effort 
was made by railroad men to con- 
trol the situation. 

Ladies travelling alone these 
days should take a Pullman, where 
they at least will be protected by 
a Pullman porter and conductor. 
but Pullman rates are about dou- 
ble the fares of a day coach even 
when a seat is reserved. 

It is restful to sit under the trees 
and watch the clouds in this mad 
world of today. 
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Welcome Hardware Wholesalers! 


to the War-Time Chicago Hardware Convention 


HICAGO is proud to welcome the 
joint convention of the American Hardware Manu- 
facturers’ Association and the National Wholesale 
Hardware Association. Located in the heart of the 
nation and serving as the producing and distribut- 
ing center for the richest agricultural area in the 
world, it is a city ideally suited for a War Confer- 
ence of the Leaders of our great industry. 

Today is big with opportunity and problems; the 
vast industrial machine which has been built up 
since Pearl Harbor, the creation of new industrial] 
areas and the transfer of tens of thousands of our 
people to newly developing sections of the coun- 
try challenges the best brains of our industry. There 
is accumulating day after day and week by week 
a pent-up demand for merchandise of every de- 
scription and for every human need. This is stag- 
gering in its proportions and will later challenge 
the capacity of our distributing machine to cope 
with it. This is the sobering thought of Today and 
we cannot and must not back away from it. 

No hardware convention has ever been held un- 
der more serious conditions than now confront us. 
War time needs and restrictions have entered into 
the daily lives of us all. Our plants aye operating 
almost wholly on munitions and equipment for the 
Army and Navy—in many instances commandeered 
in their entirety by the Government. Our staffs 


have been depleted in the patriotic urge to serve 
either in the armed forces or in the various depart- 
ments and bureaus at Washington. The market 
place is closed for the time being and the normal 
practices of business are severely curtailed for the 
duration of the war. But we are carrying on. To 
an ultimate victory we have all pledged our every 
effort and resource. 

We sympathize with our customers and friends in 
our inability to serve them as fully and as whole- 
heartedly as we did in the past; the restrictions 
which are imposed upon us we know they under- 
stand; they are not of our making and as they relax, 
we hope to resume with these old friends where we 
left off. 

Realizing that under war conditions we may have 
less frequent contacts; that current conditions are 
apt to invite misunderstandings, and anxious above 
all to maintain our long standing good will rela- 
tions, we of the midwest area are doubly glad the 
Joint Convention is being held in Chicago this year. 
Our plants and offices are scattered around Chi- 
cago—or within a short distance of the city——and 
if the opportunities during convention days are not 
adequate for satisfactory discussions we extend a 
cordial welcome to visit us at our respective fac- 
tories. Our individual messages on the pages im- 
mediately following echo this thought. 


The Hardware Manufacturers of the Midwest Area 
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Chicago’s well-known skyline 
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When lovely glassware is joined with 
precious silver its scintillating beauty 
captures the heart of any woman. Heir- 
loom Quality Glass brings regal splen- 
dor to America’s table . . . fulfilling 
every need for something precious, 
something exclusive. Hardware dealers 
will find the Century line solves most 
customers’ Christmas shopping prob- 
lem. A radiantly beautiful line . . . 
priced to sell your average market. 
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A full line of more than fifty numbers 
. . . Buffet Plates, Bowls, Compotes, 
Cake Plates, Salad Plates and Relish 
Dishes. Special package assortments for 
the Hardware Trade. Order a sample 
assortment from your jobber today. 
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For increased holiday profits, make an 
attractive store display. Appealing 
counter cards are available and will 
help add many easy Christmas sales. 


Century Melalerafl 
5960 Broadway Corp. Chicago, Ill. 


Chicago: Merch. Mart Ralph Higgins 
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Makers of 
AGE Fine Tools 
Since 1869 


a &B ushnell 





p Mfg. Co. 2114 TO 2138 CARROLL AVE 
| Chicago 


TELEPHONE SEELEY 7788 


TO THE HARDWARE TRADE: 


Shortages --- disarrangements --- more work --- even hardships 


must be the fighting lot of every American if we are to win. 


In such a tremendous common cause as this war, a spirit of co- 
operation has become prevalent in all industry that would not be 
possible in normal, competitive times --- a spirit in which the 
Hardware Trade has led, because of the frequent readjustments 


that must be made due to the many hardware items made of critical 
Pi 


materials. 


Our Hats Off to the Hardware Jobbers and Dealers who --- through 
their cooperation, patience and loyalty --- have helped to further 
the war cause immeasurably. To adapt ourselves to the present 


conditions, knowing they will bring Victory, is Your Job and Mine. 


Appreciatively, 


Aafrd A. ong hane 


Sanford S. Vaugh 
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ARMSTRONG 


QUALITY TOOLS THAT BUILD BUSINESS 


ARMSTRONG TOOLS attract qual- 
ity tool buyers for among mechanics, 
machinists, artisans and craftsmen 
of all types, the Arm-and-Hammer 
trade mark is accepted as the hall 
mark of the finest tools obtainable. 
For the dealer they are the most 
profitable to sell. They are widely 
and continuously adve.tised, prices 
are protected, margins right, lines 
complete, need no fill-ins, and intelli- 
gent dealer helps are provided. Cor- 
rectly designed, carefully balanced 
and beautifully finished each has 
many extra features that close sales. 


ARMSTRONG WRENCHES 


More than 100 types, each in all sizes: 
Drop Forged Carbon Steel Wrenches, 
Open end and Socket wrenches finished 
in black enamel with heads ground bright 
and marked for size. (Singly or in Sets.) 
Drop Forged Chrome-Vanadium Wrenches, 
open end, box socket and automotive. 
Longer, lighter, thinner, stronger, 
chrome plated with buffed heads. (Singly 
or in sets.) 

Detachable Head Socket Wrenches. Spe- 
cial Chrome-Vanadium Steel, with drop 
forged steel ratchets. Handle and exten- 
sions have patented ARMSTRONG Drive- 
lock feature that prevent sockets and 
extensions from parting. The Drivelock 
works with all sockets, requires no spe- 
cial tools. (Singly or in sets in fitted 
steel case.) Also Hollow Screw Wrenches. 


ARMSTRONG RATCHET DRILLS 
11 Types, all steel with hardened parts, 
also drop forged drilling posts. 


ARMSTRONG Drop Forged 

“C" Clamps 

7 Types, all sizes including heavy duty, 
medium service, light service, deep throat 
and Tool Makers. Will not slip, spring 
or spread. Screws are of special steel. 


ACE LATHE TOOLS 

As ‘‘The Tool Holder People,’ 
(ARMSTRONG TOOL HOLDERS are used 
in over 96% of the machine shops and 
tool rooms) ARMSTRONG produces the 
tools for all quality lathes. The ACE 
Set was developed to exactly meet the 
requirements of the home workshop at 
the lowest price compatible with high 
quality, correct design and all around 
utility. Consisting of 8 drop forged tool 
holders with high speed, steel cutters and 
tool wrenches in a fitted case, an ACE 
Set provides tools for every metal-cutting 
lathe operation. Only ARMSTRONG 
with ARMSTRONG special facilities 
could produce TOOL HOLDERS of this 
quality at ACE prices. 2 sizes fit all 
“home-craft” lathes. Individual Tool 
Holders also sold separately. 


“ARMSTRONG BROS.” PIPE TOOLS 


The most complete line of pipe tools 
manufactured. Usually distinguished as 
“The Better Pipe Tools,” for each is an 
improved tool—improved in design, in 
balance and finish, with drop forged 
hardened or ailoy steel parts wherever 
they will add to strength or tool life. 
Dies and chasers are of Vanadium tool 
steel with ‘‘backed-off’’ teeth—cut 
smoother, easier, hold their sharpness 
and come off pipe without tearing. The 
hinged vise has an unbreakable drop 
forged hook and replaceable tool steel 
jaws while the Chain Vises have patented 
l-piece jaws. Pipe Cutters have hard- 
ened pins and rollers and other improve- 
ments that give them double life. All 
thru the line, more to sell and hence, 
more sales, more satisfaction and repeat 
business. 
Always keep an ARMSTRONG C-39 
Catalog on hand. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People'’ 
314 N. Francisco Ave., Chicago, U.S.A. 


Eastern Warehouse and Sales: 
199 Lafayette St.. New York 
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\ HERE Starline Equipment is used you 


will find farm hours saved, cows healthier, and milk 
production up. 





Because the quantity of new Starline Barn Equipment 


Bi NGe “A Be 


is limited in war times — check with every Starline 
Equipment Farmer in your territory to see that his 
equipment is in the best shape. Attachments and 
parts for replacements or repairs will be 
shipped immediately. 
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STARLINE DAN, THE BARN EQUIPMENT 
MAN, is working night and day 
for Uncle Sam... 








Faster and faster are Starline production 


Re a 


facilities turning out War Goods for our 





Fighting Forces — a job that is Number 





One on Starline's list! 





ILLINOIS 


STARLINE INC. 


HARVARD, ILL. ALBANY, N. Y. 


LEADERS FOR NEARLY 60 YEARS IN BARN EQUIPMENT IMPROVEMENTS 





§ 











W... there’s wire to be strung — where com- 


munication and power lines must be kept open— 















you will find Klein equipment doing its part, 
whether for the Army, for the Navy or for industry. 
The preference of good workmen everywhere 


for Klein pliers dates back nearly a century. 
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Specializing in the supplying of tools and equip- 
ment to power, communication and transporta- 
tion companies, the name “Klein” has stood for 


tops in quality “since 1857.” 


ASK YOUR SUPPLIER 







Since 1857 





Foreign Distributors 


—_ t ; International Standard Electric Corp., New York 
. y sg 
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SIMONIZ FOR 
FURNITURE, FLOORS 
AND LINOLEUM 


Color to 
match wood! 






TRACE MARK REG. 


SIMONIZ 
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Thousands and thousands of house- 
wives have used the regular Simoniz 
for years on their furniture, woodwork 
and linoleum. Now... the new House- 
hold Simoniz with even more exqui- 
site beauty! And women bythe millions 
will adopt Simoniz for their homes. 






COLOR RECOMMENDATIONS 
MAHOGANY also for cherry, redwood 
OQAK—also for dark mahogany, ebony 
MAPLE—also for light oak, birch, pine 
NEUTRAL-—for bleached and light woods 


SELLS RETAIL 


at 75% 


(Packed 12 to carton) 


Cars May Go...Homes Never! 


There's big profits for you in the household market. Tap them 
with this amazing new Simoniz! Thirty millions of families to sell. 
All proud of their homes. All looking for a better way to keep 
them looking their “best’’. Display . . . Household Simoniz sells 
itself. You are going to have a lot of calls for it. Order now! Be 
among the first to have Household Simoniz! 


THE SIMONIZ COMPANY ¢« CHICAGO, U. S. A. 





Get one of these beautiful dis- 
plays. Lets your customers know 
you have Household Simoniz. 
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SALES-MAKING DISPLAY STAND © 
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@ If you're one of those hardy hardware mer- 
chants who want to stay in business, then you 
must be on the lookout for new lines that mean 
volume and profits. And that’s just what we've 
got for you in the new “870 Deal,” with a sales- 
making display stand that puts you in the play- 
ing card business with little effort and big profits. 
The new ‘870 Deal’’ is the easiest, simplest 
and least expensive way to add a new wide- 
demand, profit-producing department to a hard- 
ware store that has ever come down any mer- 
chant’s aisle. There is an attractively finished 
wood stand, compactly fitted out with an assort- . 





ment of cards in four popular price ranges. And HERE'S WHAT YOU GET IN THE ‘870 DEAL” # 
= . 12 single decks Victory line....Retail 39c each........ $4.68 me 
what cards!—none finer ever made at these fades nan ian. aa 
; ; i ; 2 double decks Blackstone... Retail 9G8c each. ....... 1.96 
prices, with a beautiful array of back designs to yp on ae eer or ha nm a 
suit the most exacting taste. 1 double deck Carlyle........ Retail $1.18 each........ 1.18 
4 single decks Duratone......Retail 8Sceach........ 3.40 
1 double deck Duratone..... .Retail $1.70 each........ 1.70 


Total 3 dozen decks Retail Value $19.20 


See Our *Your Cost 12.57 


Your Profit (3444%) $6.63 


CHICAGO CONVENTION DISPLAY *Cost for cards only. Permanent display stand is 95c extra. 
Open stock prices are as follows: 


: " " Victory (Plain Edge) Single... .Retail 39c. .Cost $3.30 perdozen . 
Investigate the new ‘870 Deal’’ for hardware Shackaone ited ime iees She..Get Sibecrdone 6 


See i Blackstone (Gilt Edge) Double Retail 98c..Cost 7.70per dozen 
merchants. the attractive display stand and ee ae hon Sn, te. sihgetene 4 
the full line of beautiful playing cards. Visit the Carlyle (Gilt Edge) Double. . Retail$1.18. Cost 9.00 per dozen = 

Duratone (Gold Edge) Single Retail 85c..Cost 6.48perdozen ‘ 


Arrco Display Room at the Chicago Hardware Duratone (Gold Edge) Double . Retail$1.70. .Cost 12.96 per dozen 
Show, October 19-20-21, at the Palmer House. All cards shipped with assorted back designs. 


ARRCO PLAYING CARD CO. 





308 SOUTH RACINE AVENUE ®* CHICAGO, ILLINOIS 


50 HARDWARE AGE 


























































































































































































to an Ideal 


ODAY, in a world at war, Empire 

Levels are accompanying American 
Workmen to far-flung fields of labor... 
Helping build much-needed War Hous 
ing, Air Bases, Army Camps, Training 
Headquarters in Australia, Ireland, 
Egypt, Iran, Iceland, and America. 
























































MPIRE’S reputation for perform 

ance and accuracy is inspired by 
an Ideal. Simple, unswerving, and as 
clearly defined as the sky-piercing shaft 
of the famous Washington Monument 
... An Ideal strict in adherence to qual- 
ity manufacturing and firm in a stand- 
ard of service to Wholesalers, Retailers, 
and Craftsmen the World over. 





Such an Ideal, put to daily practice 

throughout Empire’s twenty-four years 
of service, is helping today to maintain 
the good will and friendship of your 
customers—building confidence for to- 
morrow’'s post-war markets, created by 
American Ideals which we are laboring 
and fighting to preserve. 








EMPIRE LEVEL Mec. Co. 
MILWAUKER, WISCONSIN 














* The illustration above first appeared in 1922. We have reproduced it each year since, as a 
reminder to you of the Ideal inspiring Empire’s best efforts in manufacturing and service. 


EMPIRE LEVELS 
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TO HELP CLOSE THIS DOOR FOREVER 


yy Small parts for tanks, planes, guns, ships—now stream 
from the machines that formerly made LCN Door Closers 
for the doors of peace. And the men at these machines, 
trained for years in’ the precision methods which are 
standard at LCN, enabled us to go all-out on this vital 
job. Yours for Victory now, and yours for even better : 


door closers when Victory is won. LCN, Chicago, Illinois. ky 





100% Froduclion for \JACTORY 
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i all In the nation’s war industries . . . 
MASTER PADLOCKS stand guard day and night 


The padlock that may stand between a saboteur and his destructive goal 
needs to.be tough. As every hardware man knows, MASTER Padlocks 
are built with what it takes for protection on the production front. 
That’s why armies of MASTER Padlocks are chosen to stand guard over 
the ceaseless flow of production for final Victory. 


|INATED © WROUGHT STEEL «+ DOUBLE te te 








Officers of the National 
Wholesale Hardware 
Association 





President 
GLENN E. JENNINGS 
Wright & Wilhelmy Co 





Vice-President 
W. W. FRENCH 


Moore-Handley Hard- 
ware Co 





Vice-President 
F. F. THOMSON 
The Thomson-Diggs 
Co 


GEORGE A. FERNLEY 


Secretary-Treasurer 





THOS. A. FERNLEY, JR. 


Assistant 
Secretary-Treasurer 








AR-TIME regula- 
tion discussions will dominate all 
sessions of the joint annual conven- 
tion of the National Wholesale 
Hardware Association and_ the 
American Hardware Manufacturers 
\ssociation which will meet in the 
Palmer House. Chicago, IIl.. Sun- 
day. Oct. 18 to Wednesday. Oct. 21, 
inclusive. This war-time gathering 
will conclude earlier than in previ- 
ous years. There will be no enter- 
tainment program because of the 
war and the desire to streamline the 
convention, and still permit maxi- 
mum opportunity for trade contact 
and conferences. The joint conven- 
tion will be the 85th semi-annual 
vathering of the manufacturers and 
the 48th annual meeting of the 
wholesalers association. Registra- 
tion will start Sunday morning at 
10:00 o'clock. 

Present indications are that whole- 
saler attendance will be larger than 
ever before and that normal manu- 
facturer registration may be ex- 
pected. All sessions of both asso- 
ciations will be held on the fourth 
floor of the Palmer House where 
there will also be an exhibit of new 
and substitute lines of those mem- 
ber-manufacturers who have applied 
sufficiently in advance for this privi- 
lege. All sessions of both associa- 
tions will be open to all attending 
the convention. Committee meetings. 
usually held on Monday. will be held 
on Sunday this year. 

On Monday morning. at 10:00 
o'clock the manufacturers and 
wholesalers will hold their joint 
opening session, speakers for which 
will be announced at a later date. 
The principal subjects at this session 
will be Priorities Regulation No. 10 
and the Production Code and the 
General Maximum Price Regulation. 

The National Wholesale Hard- 
ware Association and the National 
Association of Sheet Metal Distribu- 
tors will hold a joint session Mon- 
day afternoon. Speakers will be 
Linford C. White, Chief of the Dis- 
tributors Branch, WPB: Russell 
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ime! Hardware Convention 
cago © Oct 18-21 ye 





F 
a C. Dunean. Field Service Section. 
a Inventory and Requisitioning Branch. 
ula- % W.P.B. and Dean C. Gallagher. 
all * Maintenance and Repairs Branch. 
ven- ‘4 WPB. 
sale 3 There will be a joint session of 
the " the manufacturers and the whole- 
rers : salers on Monday evening. the pro- 
the vram for which will be announced 
sun- at a later date. 
21, On Tuesday morning there will 
ring he separate meetings. The Ameri- 
‘evi- can Hardware Manufacturers Asso- 
iter- ciation will have discussions by rep- 
the resentatives of the War Production 
the Board. Subjects to be covered are: 
axi- -roductic ~quirements Plan: [ron ‘ ? 
tact ad aca en M136. Stand- wa 
eee - nin ae tghe : P. E. BARTH 
ven- : ardization and Simplification: Con- ec 4 
: Sargent & Co 
jual centration of Industry and Industry 
and Advisory Committees. The manufac- 
the turers will not meet that afternoon. 
tra- : The N.W.H.A. Tuesday morning 
at ‘a session will hear the annual ad- 
dress of its president, Glenn E. Jen- 
ole- , nings, Wright & Wilhelmy Co., 
han ; Omaha, Neb.. and the report of 
nu- George A. Fernley.. secretary-trea- 
ex- surer of the association. H. J. Alli- 
5S0- son, Glasgow-Allison Co.. Charlotte, 
rth N. C., chairman of the N.W.H.A. 
ere War Service Committee. will give his 
lew report. Lewis Herndon, senior hard- 
-m- ware consultant. Distributors 
ied Branch, W.P.B., will address this 
ivi- 4 meeting and there will be a number 
ia- a of other important discussions. 
ing ev On Tuesday afternoon the Na- 
igs. ® tional Association of Sheet Metal 
eld Distributors will hear the annual 
address of its president. A. J. Vice-President 
:00 Fi Becker, Ohio Valley Hardware & S. T. OLIN 
ind vi Roofing Co , Evansville, Ind. Thomas Western Cartridge Co. 
int a \. Fernley, Jr... secretary-treasurer 
ich Bf of the Sheet Metal Distributors and 
ite. & assistant secretary-treasurer of 
ion 4 N.W.H.A., will also give a review of 
10 5 the Sheet Metal group's activities. 
the WPB and Office of Price Admin- 
on. istration officials will address the 
rd- meeting. “i 
nal Wednesday morning the Ameri- 
bu- can Hardware Manufacturers Asso- 
on- ciation and the National Wholesale 
be Hardware Association will hold 
Jis- their individual annual meetings at 
ell which time officers will be elected. 
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Officers of the 
American Hardware 
Manufacturers Assn. 





President 
RICHARD HARTE 


Ames Baldwin 
Wyoming Co 





Vice-President 
J. S. TOMAJAN 
The Washburn Co 


Cc. F. ROCKWELL 
Secretary-Treasurer 
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@ In spite of restrictions on hardware items, the hardware 
dealer and jobber will continue to play a most important part in every 
American community. For the hardware store is. the centralized source 
for the thousand-and-one items that war-time civilians need and are 
permitted to secure: the personal tools of mechanics and carpenters 
employed on war production projects ... equipment for Civilian Defense 
organizations . . . the saws, files and many other tools needed in shops 
and factories making war material ... supplies and repair materials 
that farmers urgently need. 


By continuing such activities as are clearly vital to Victory on 
the home front... by extending services to include helpful advice 
in the conservation of tools and saws ... the hardware retailer will 
render invaluable service. 


E. C. ATKINS ane COMPANY 


415 S. Illinois Street indianapolis, Ind. 


HANDSAWS ot every type for general carpentry, 
home repair work and essential farm construction. 


METAL CUTTING SAWS tor the machinist 


and mechanic engaged in War Production. 


CROSSCUT SAWS tor saving time and work 
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FOR JUST 
“Tinkering 
Around” 


Today, more than ever, the manufacturer, 
the distributor, and the dealer must work hand 
in hand to see to it that the “men behind the 
lines” — the war workers — are supplied with 
all the good dependable tools that they need. 


Greenlee Extension-Lip Auger Bit 














Greenlee Bit Extension 
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Greenlee Push Drill 


Greenlee Solid- Center Auger Bit 











The handyman, the homecraftsman, and the 
man who wants a tool just to “tinker around”’ 
must wait. Every new tool you sell must be put 
to work building the factories, the training 
camps, the ships and guns, the machine tools, 
and the thousands of other vital war jobs 
requiring good tools and equipment. 



































Until recently we attempted to help you 
maintain as complete a stock of Greenlee 
Tools as possible without priority informa- 
tion, but since we are operating under the 
Production Requirements Plan, we were run- 
ning the risk of depleting our own raw mate- 
rials inventory. Now, however, because of 
stricter regulations governing the purchases 
of materials it is no longer practical for us 
to make shipments of unrated orders. There- 
fore, we suggest that you make the fullest use 
of the established government machinery for 
obtaining priorities and attempt to secure the 
highest rating possible for your tool orders. 



































Greenlee Short Socket Firmer Chisel 





We want to thank our customers and friends 
in the Hardware Trade for their patience and 
kind understanding of our problems, and ask 
their continued cooperation until this emerg- 
ency has passed and we are able to serve 
them better. 



















Meanwhile — let’s all make every effort to 
see that America’s precious tools and equip- 
ment are used to their fullest extent and in the 
best possible way in helping to win this war. 


* | 





Greenlee Setfast Expansive Bit 









Shown above are a few popular tools from the Greenlee Line of Hand 
Tools for the Craftsman .. . tools that hold their cutting edges and with- 
stand the wear and tear of today’s hard use. Tough, sturdy tools made by 
experienced, skilled craftsmen from the highest grade material. Tools 
hat are easy to sell and tools that stay sold. 












TGOGL Ca. 


1811 Herbert Ave. « Rockford, III. | 
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Motor Oils 
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HARDWARE CLOTH SCREEN CLOTH 


LAWN FENCE 


CYCLONE 
Re? Tag 


HAROWARE 
PRODUCTS 


% os of 
"0, ar STATES.<0 


UNITED STATES STEEL 


AST week IT went in that store to get 

4 anew toaster. I'd forgotten that 
the war has made a shortage of things like 
that. But that hardware man didn’t just 
tugn me down and let it go at that. He 
suggested that I bring the old toaster in 
—thought he could fix it to last awhile. 
And he did. 

“But what’s more, he gave me a good 
idea. ‘Why not put the money you'll save 
on the toaster into war stamps,’ he said. 
So he sold me some right then and there. 

“When I saw his scrap collection signs 
I got to thinking that if he could devote 
space to that, I could do something to 
help—so the kids and I got busy and 
rounded up a lot of scrap—steel, rubber 
brass and so forth. 

‘A lot of businesses could take a tip 
from that merchant. He's shown he’s got 


CYCLONE 


>’ 


(AMERICAN 


Waukegan, Illinois 


~ who's doing q 


FENCE 


TEFL & WIKRE COMPANY) 





“There’s a fellow 





the stuff to meet the situation. He’s help- 
ing the war effort—helping the commu- 
nity — and helping his own business 
plenty by building good relations with 
his customers.” 






* * * 


We know that shortages create real 
problems for you. And we'd like nothing 
better than to provide you with plenty of 
U-S:S Cyclone “Red Tag” Hardware 
Products. But, right now, war demands 
are taking almost everything we produce. 
When it’s all over, we'll be back ready 
to serve you promptly and fully. In the 
meantime, remember to build good will-— 
ready for the day when shortages are a 
thing of the past. There'll be a whale of 
a volume for dealers who have kept close 
to thei ir customers, 


DIVISION 


Branches in Principal Cities 


United States Steel Export Company, New York 
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ALWAYS AN R-W TRADITION 


OW more than ever you need—and ought to have—good service. 

Richards-Wilcox offers you good service now just as it always 

has in the past six decades. For service—good service—is a 

Richards-Wilcox trad‘tion. And despite the war, we shall make every 
effort to maintain that tradition intact. 


Richards-Wilcox hardware has long been recognized as the world’s 
finest. Naturally, during this era of stress, American industry is turn- 
ing w‘th confidence to the famous R-W line. 

Remember—R-W offers you free engineering service. Make use of 


it. Every branch listed below is staffed with engineers. 


And don’t forget . . . the traditional Richards-Wilcox service. 


Richards-Wilcox Mfg. ©. 
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“ Quality leaves 
sts imprint” 
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Bessie and her 
sisters have stepped 
up production oe 


AND $O HAS Jad 


| @ The Dairy Industry has responded nobly to the call for greater production of quality milk. 


In step with increased quality milk production, Johnson & Johnson has again increased the pro- 


duction of Rapid-Flo Filter Disks. 


J & J will continue to match increases of quality milk production with greater quantities of 
Rapid-Flo Filter Disks that give the farmer the double protection of . .. 


1. An everyday check on basic sanitary precautions 2. A strong, efficient filter that removes extraneous 
for producing clean milk—a‘personal”’ sediment test. | matter that may get into milk in spite of all precautions. 


» There’s no reason for you to deny your dairy farm customers the benefits of J & J Rapid-Flo Filter 
) Disks...the disk they vote best 6 to 1 over any other brand. We’re making plenty for everyone. You 
B order — we'll ship. Filter Products Division, Johnson & Johnson, 49. 19 W. 65th St., C hicago, Ill. 


Gothen sfohnson 
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DISTRIBUTORS — REMEMBER! ° 





Mr. Dealer? Tru-Test has exactly what 
you need to meet today’s conditions. 


AVAILABLE .. . SALEABLE MERCHANDISE! 
Wak cman tow Q< Luslebutoz 


GIFT WARES — HOUSEWARES 


TRU-TEST 


MARKETING — MERCHANDISING 


MERCHANDISE MART =— SUITE 1451-A — CHICAGO 


ER! OCT. 18-21 — PALMER HOUSE — CHICAGO! 











To the Hardware Wholesalers who gather at met by a mutual spirit of cooperation, and that the 
Chicago for this important War-Time Convention, Convention will prove both successful and profitable 
the Ray-O-Vac Company extends this word of wel- _to all concerned. We appreciate the business we 
come. We are convinced that the many new and _have had from you, and will do our best to supply 
pressing problems brought on by the war will be —_ your needs. 


LEAKPROOF BATTERIES 
SERVE THE FIGHTING FRONT AND THE HOME FRONT 


Today, Ray-O-Vac Leakproof batteries are “in action” wherever 
American troops are fighting. Their long life and dependability—the 
result of “Sealed-In-Steel” protection against corrosion—safeguard 
communication units, flashlights, and other vital equipment for the 
armed forces. 

On the home front, too, Ray-O-Vac Leakproof batteries have an 
important war assignment. Their patented “Sealed-In-Steel” construc- 
tion conserves the vital supply of flashlights for civilian use . . . puts an 
end to the needless corrosion damage caused by old-style batteries. 
When you sell Ray-O-Vac Leakproof batteries—guaranteed not to cor- 
rode, swell or stick—you serve your customers and your country well. 

Naturally, the requirements of the Army and Navy have first claim 
on the production of Ray-O-Vac batteries. We ask your continued 
cooperation and understanding when this delays the filling of your 
orders. 


RAY-0-VAC COMPANY - MADISON, WISCONSIN 


MAKERS OF FLASHLIGHTS, LEAKPROOF BATTERIES, RADIO, IGNITION, TELEPHONE BATTERIES 
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SAGER 


LOCK WORKS 


EXTENDS A HEARTY 
CHICAGO WELCOME 


TO THE 


NATIONAL WHOLESALE HARDWARE ASSOCIATION 
SAGER LOCK WORKS NORTH CHICAGO, ILLINOIS 


DIVISION OF THE YALE AND TOWNE MANUFACTURING COMPANY 

















HOUSE NUMBERS THAT 
GLOW IN THE DARK 
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New — Different — Practical 
For Homes, Stores, Offices, Institutions 


Something new with a wide appeal! Nock-On-Wood (Reg. Trade Mark) 
House and Business Numerals attract instantly and sell fast. Made of 
1 


fine wood, with special, harmless Luminescent processing Weather 
proofed Each numeral slots into holding bar which can be painted to 
match surroundings. Renewed glow is quickly activated by artificial or sun 
light and lasts several hours in darkness. Decorative. Efficient. Unexcelled 
ment of 60 Numerals, 12 Luminescent Panels and 8 Hold- 
mg Bars Packed in Attractive Color Display Carton. Retail, 
15¢ per Numeral. Holding Bar Free with Two or More Numerals. 
Luminescent Panels Retail @ 25¢ Each, and May Be Used for 
Other Purposes Such as Showing ‘“‘Entrance,”’ “‘Exit,”’ “Stairs,” 
“Toilet,” Ete. These Words, or Others, May Be Painted or 
Written on the Luminescent Surface. 


NOCK-ON-WOOD JAR SEALER iad Se a =f 
NOCK-ON-WOOD KNIFE RACKS 

Two other Grea ew Numbers that every housewife wants ar 

Sealer fits — Sah mag and seals perfectly = sian USEFUL HARDWARE ITEMS FOR 


rg gh “ .- he os Cap — 15¢ Each. 
e Hacks. two styles, Retail, Each: 30¢ & 50 
Ay a ARMY-NAVY-HOME-AND ESSENTIAL NEEDS 
selling, gang ~Ay ba essay ag elo Here are a few items from our large and complete line of 
bright wi d d wire fittings. M di 
NOCK-ON-WOOD, LTD. chs tole cae taker ce Ge ee a 
"Ideas In Wood" most items in our line. Order today. 


Bloomfield lowa 


Better Than Average Discounts Through Your Jobber CHAS. 0. LARSON co. ¢ STERLING, ILLINOIS 
ATONE se A RUE ENTIRE 
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WE WELCOME 
NATIONAL WHOLESALE HARDWARE ASSOCIATION 


TO 


NORTH CHICAGO, ILLINOIS 


DIVISION OF THE YALE AND TOWNE MANUFACTURING COMPANY 








os, 





¢ WELCOME 
HARDWARE 
WHOLESALERS 





Sincere and friendly greetings to you all! And in 
addition, a timely reminder that now, more than 
ever, farmers need long-wearing, easy scouring, 
light draft Star Shares to help “keep ’em plowing” 
for Victory! Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel; write today for cata- 
log and trade prices. Remember: every Star Share 
is fully guaranteed as to quality, fit, and finish! 


S 








STAR MANUFACTURING COMPANY 





DIVISION OF ILLINOIS IROW & BOLT CO 





CARPENTERSVILLE, ILLINOIS, U.S.A. 





ESTABLISHED 1873 
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“STAR SERVICE SHARES” 











TORCHY TURNER 


Salutes the Hardware Trade! 


The Turner Brass 
Works joins Torchy 
Turner in saluting the 
hardware trade for its 
part in the War Pro- 
gram. - 


Continued coopera- 
tion, as we all work for 
Victory, is our pledge! 








Your customers will ap- 
preciate your thoughtful- 
ness in passing on Torchy Turner’s suggestions 
for the operation and care of blow torches as 
given in each issue of Turner Topics. If you 
are not receiving Turner Topics, let us know, 
and tell us how many copies you want for dis- 
tribution. 


THE TURNER BRASS WORKS 


Sycamore, Illinois 


(60 miles due West of Chicago on Route 64 
Phone: Sycamore 361) 

























DASCO 


TOOLS 


DEPENDABLE- 


BEFORE THE WAR— 
DURING THE WAR— 


STILL EASY TO BUY AFTER THE WAR— 
—STOCK—SELE | Damascus Steel Products Corp. 





Rockford, Ill. 


* Now still another reason for the amazing 


trade popularity of R-V-LITE, the Champion 
of Modern Glass Substitutes We are still —Ask Your Jobber— 


shipping all orders within 24 hours so we can 











still bring you this fast-selling item that has so 

many uses for your customers. Still with the 

features that made it famous, R-V-LITE is avail- 

able through your jobber NOW! Comes in 36” DA R 

rolls .. 50 and 150 ft. long. Remember to L A [) F 
recommend R-V-LITE wherever glass is used HARDWARE & TOOLS 


in all Farm Bldg., City Homes, Plants and 


Factories . . . and watch your repeat business 


FREE 


R-V-LITE DISPENSING DISPLAY RACK | Send For Our 
with order for 150 ft roll or three 50 ft. rolls 36” wide. STOCK LIST 


Beautifully lacquered in 3 colors. Adjustable for counter, 
wali or shelf use. Convenient cutting-edge guide. Makes $ ™ o 
display space pay! Send for sample of available items 


and particulars. 


g-T-o-w! 


In order to serve customers to the best of 
our ability we suggest that you write for a 
stock list of the numbers on hand and those 
we are able to manufacture. 


We can furnish all items in the Arcade 
Hardware Line that have preference ratings. 


ARCADE MFG. CO. 
1201 Shawnee St. 
FREEPORT, ILLINOIS 
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DRAKE 


SOLDERING IRONS 
AND SOLDER POTS 


Making connections right — the first 
time—is a cinch with Drake Industrial 
Soldering Irons and Solder Pots. That’s 
one reason they are so popular with 
fast - producing American Industry. 
Every need of industry can be met, too, 
for Drake has 


An Iron for Every Purpose 


Drake Soldering Irons and Solder 
Pots are available with priorities of 
A-1-J or better. They represent 
business you can sell today within 
those limits. 


DRAKE ELECTRIC WORKS, INC. 
3656 LINCOLN AVENUE, CHICAGO, ILL. 


WELCOME 
HARDWARE 
WHOLESALERS 


With our efforts and resources concentrated on 
vital war work, contacts with our peace-time cus- 
tomers have necessarily been greatly reduced. So 
we are doubly appreciative of the Convention 
which brings so many of our friends to Chicago... 
providing an opportunity to discuse mutual prob- 
lems and plans for the future. 


GARDINER 
Repain-Att So.ocr 





lat hhitan 
4821 S. Campbell Ave., Chicago, Ill. 
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NORTON DOOR CLOSER CO- 


As a hardware manufacturer of the Chicago area, tne 
Norton Door Closer Company is proud to welcome the 
joint convention of the American Hardware Manufac- 
turer’s Association and the National Wholesale Hardware 
Association. 


Helping to win the war is our first major objective, and 
both the hardware wholesaler and manufacturer are ac- 
cepting sacrifices to accomplish this end. A survival of 
private industry is our second consideration and it is 
Norton’s endeavor to do all that ean be done to help 
the hardware wholesaler with whom we have had such 
close relationship through the past years. 


To the hardware wholesalers in attendance at the Con- 
vention, we would appreciate the opportunity of discuss- 
ing the many serious and mutual problems confronting 
us today, and therefore extend a cordial invitation to 
visit us at our plant and offices which are 20 minutes 
from the Loop District. By phoning us at Keystone 5770 
transportation will be at your disposal. 


NORTON DOOR CLOSER COMPANY 


Division of The Yale & Towne Mfg. Company 


2930 N. Western Avenue Chicago, Illinois 
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Geyer Quality Means Better Performance and Longer Life 


Tools bought today must give long and satisfactory 
service. Geyer tools with their long established 
quality are steady, profitable sellers to farmers and 
gardeners who appreciate their superior construction 
and rugged durability. 


At the present time we do not know what the allot- 
ment or situation will be for next season. When 
definite instructions are given us by our Government 
we will advise and serve you as heretofore. 


We desire to thank our customers and express our 
appreciation for your patience and cooperation during 
the past season, and will continue to serve you as best 
we can under existing conditions throughout the dura- 
tion. 

While we realize the many difficulties this places be- 
fore you, we must also accept the seriousness of the 
steel situation and cooperate with our Government in 
winning the war. 


A Complete Line OF FARM AND GARDEN TOOLS 


that do full justice to their beautiful finish and attractive labels. 
Besides Rakes, Forks and Hoes, the big Geyer line includes Garden 
Cultivators and Seeders in patterns to cover every requirement, with 
Attachments for every kind of work. See our ad. on page No. 112 
in the 1942 Directory Number of H. A. It shows several different 
styles of Cultivators. 


~ 
c¢¢ 


No. 600-S Single 
Low Wheel Garden 
Cultivator. 


GEYER MANUFACTURING COMPANY 


i 


No. 850 — High 

W heel Cultivator 

with sturdy Oak 
Handles. 


ROCK FALLS, ILLINOIS 


g e e ° e e 
eZ; ae White tn Chicago, vol the new 


““STEELGRIP and WIREGRIP PLANT” 


This new modern daylight plant is busily turning 
out the endless strips of WIREGRIP Belt Hooks 
and STEELGRIP Flexible Steel Belt Lacing, that 
help to keep American war and home industries 
running under full power. 

With its expanded facilities ARMSTRONG-BRAY 
& CO., can now give prompt delivery on both stan- 
dard types of belt lacing. Take an extra profit 
from overhead by buying all your belt lacing 
needs from this one reliable source. 


IREGRI 


BELT HOOKS 


ARMSTRONG- BRAY 


STEELG Ri 


FLEXIBLE BELT LACING 


RE 


ON rae we F 


igo 


tetas 


ARMSTRONG-BRAY & CO., ‘‘The Belt Lacing People’ 5348 NORTHWEST HIGHWAY, CHICAGO, U.S.A. 
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SENSATIONAL 


PROFIT MAKER 


for HARDWARE DEALERS 


Here’s a new —a RED HOT — Hot Weather Item that replaces “hard-to-get” FOR LUXURIANT P 
Lawns «< Gardens 


merchandise . . . an item you CAN Sell NOW — at a Profit. Nothing else like it 
on the market. SELLS ON SIGHT. Every buyer of garden tools, grass, vegetable or THIS WEW 
flower seeds, bulbs, rose bushes, etc., is a logical prospect. Lmao 


" 
‘ 
“viTaMize 
as You SPRINKLE 
ao wo SPECIAL ATTACHMENTS 
ait WO Ne special MOTLE 
. ¢ #0 SPRAYE! 
le 
f\!\ 


The New Vitamin Cartridge 


VITAMIZE AS YOU SPRINKLE . . . No Extra Attachments . . . No Special Nozzle 
Fits Any Garden Hose . . . No Fuss . . . No Mess . . . No Bother 
NATIONAL ADVERTISING is creating a tremendous demand for VITAMIST. 


Here’s your chance to CASH IN on this new EXTRA Business and Increase Your Profits. 


VITAMIST {iS DISTRIBUTED THROUGH: 
HIBBARD, SPENCER, BARTLETT & CO., Chicago, Ill. REHM HARDWARE CO., Chicago, Ill. 
VAN CAMP HARDWARE CO., Indianapolis, Ind. PEDEN IRON & STEEL CO., Houston, Texas 
COEUR d’ALENE HDWE. & FDY. CO., Wallace, Ida. REILLY BROS. & RAUB, Lancaster, Pa. 


DIRECT FACTORY REPRESENTATIVES: 
JOHN H. GRAHAM & CO., 105 Duane St., New York HENRY KLEIN, Merchandise Mart, Chicago, Ill. 
THE WALLACE R. LYNN CO., 2048 Market St., KENNETH E. LUGER, 173 Glenwood Avenue, 
San Francisco, Cal. Minneapolis, Minn. COUNTER DISPLAY, 9” x 31/2” 


ber can’t supply you, write to VITAMIST is NOT a Fertilizer, but 
If —~ Job PPIY Y Root Stimulator. Can not burn Sones 


BURGESS SEED & PLANT CO., H.A. 6, Galesburg, Mich. or the most tender Foliage. 











The New PRO-TEX 
ICTORY PAD 


For Immediate Delivery! 


; 
@ Here's the answer to your problem of “shortages” the popular metal-and-asbestos PRO-TEX Pad. You 
in housewares! An old favorite in a new type of can promote this item in a big way! 
construction. made of materials not needed in the war 1, eT 
ree , The VICTORY 


>, - ; mei ie er 
sia Pad has the same soft, fireproof 


asbestos base and air cell insulating filler . .. a new. 
\fter months of research and experiment, we are gleaming, durable white enamel surface on which the 
now in full production on the new VICTORY stove- same colorful patterns are applied as before. 
top and table pad, embodying most of the features of It can be retailed at the same familiar prices as al- 
ways. The Coffee Cup pattern, most popular design 
in the original PRO-TEX line, is ready for immediate 
delivery in the two best selling sizes — 18” x 20” and 
14” x 17”. Other patterns and sizes will be available 
later. Colors are red or black. 


Write for illustrated circular 


BALLONOFF 
ia ane ails METAL PRODUCTS CO. 
IN THE HOME! FAST SELLING! 5800 KINSMAN RD. CLEVELAND, OHIO 
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Actually in stock for immediate shipment—these items are 
NATURALS for Christmas and all the year. They are mer- 
chandised in attractive combinations to sell fast, with full 


profit. 


The frames and blades in these combinations are of 


the highest Trojan Quality. Blades are made of special 
analysis tool steel, heat treated for maximum life—teeth are 
individually filed and set. All Trojan Blades are manufac- 








SCROLL SAW 


A sturdy, quality frame, 12 extra blades 
and eighteen modernly artistic scroll 
designs attractively merchandised in a 
two-piece, colored box, constitutes this 
leader item 


No. 44— 8” Frame $12.00 Doz. 
No. 45—10 = 15.00 “* 
No. 46—12 sy .. 18.00 
No. 48—18” = F 24.00 


tured with the precision of fine instruments—a blade for 


every metal and composition. 


Includes one No. 20 Standard 
Trojan Frame, two No. 2 
Coarse, two No. 3 Medium, 
one No. 5 Fine and one No. 
6 Extra Fine Saw Blades 
mounted on a display card 
with complete instructions for 
sawing wood, all metals, 
bone, hard rubber, bakelite, 








celluloid, fibre and pearl. 
Packed in red box. 


No. 1 SAWING SET No. 1 Sawing Set. .$12.00 Doz. 


Send your stock order for these available items. Request literature on other Trojan Products. 


ACKERMANN, STEFFAN & CO., 4509 W. Palmer St., CHICAGO, U.S.A. 


Eastern Representative 
H.D.MELICK 
200 Church St New York, N.Y 





300 strands 
of lint proof 
mop yarn ex- 
tend 2 inches 
from head. able hooks 
Strands sewed rests inside 
to heavy tare, . of pail. 
then securely . Excess water 
— to8 _ 
inch hard- roug 
wood head J : slots into 
Yarn can’t j—~= rail. 
pu!! out. { — 


Special hard- 
wood wringer 
with adjust- 











This Different, New MAGIC MOP 
Means Easy, Extra Profits for YOU! 
The MAGIC MOP is new, and different. It is just the 


item for you to use to replace lines affected by priorities 
and boost profits at the same time. Your women cus- 
tomers will go for the MAGIC MOP in a big way once 
they see it because: 
% MAGIC MOP self-wringing principle keeps hands out of 
dirty, scrub water. Just rest mop on wringer and press. 
% MAGIC MOP gets into corrers . . . under things .. . 
ends hands and knees scrubbing. 
% MAGIC MOP has extra uses—as floor mop, scrub brush, 
dust mop, wax applicator and broom. 
*% MAGIC MOP is easy to use . . . weighs only 19 ounces 
sook 
* 


ing wet. 
MAGIC MOP will last . . . sturdily built for hard use. 
*% MAGIC MOP is sanitary, easy to keep clean. 
Be the first in your neighborhood to profit by featuring the MAGIC 
MOP. Order from your Jobber or 


The MAGIC MOP Company 
MERCHANDISE MART CHICAGO, ILL. 
SPECIAL INVITATION TO JOBBERS 
While cnendins the Jobbers' Convention visit us at the MER- 
CHANDISE MART and see what profit possibilities the MAGIC MOP 
carries for you and your dealer customers. 




















Pacific Coast Representatives 
HUGHSON AND MERTON 
San Francisco - Los Angeles 
Seattle - Salt Lake City 


Through the Tunnel 
TO PEACE 


The output of Rixson Hardware Specialties 
has been overshadowed, as Rixson facilities 
are devoted largely to War Production. 


We are passing through a period in which 
normal production is naturally obscured—very 
much as a train on a mountainside plunges 
into a tunnel. But we report to our custom- 
ers and friends: the wheels are still on the 
rails, still going around, and progress continues 
to be made. In due course you will see Rixson 
again, going along smoothly, as ever, in a busy 
post-war world. 


THE OSCAR C, RIXSON COMPANY 


4446 Carroll Ave. Chicago, Ill. 
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ACME STEEL CUMPANY 


TOO, WELCOMES YOU 





To the chorus of friendly greetings being ex- 
tended to Hardware Wholesalers, Acme Steel Com- 


pany adds its voice. 


We look forward to the day when it will again 
be possible to make it a personal welcome at our 
general offices and mills located in Chicago. In the 
meantime, we’re glad to tell you that the importance 
of Acme Corrugated Fasteners and Box Strapping 
to the war effort has been officially recognized . . 
as both Corrugated Fasteners and Box Strapping 
are available for distribution where priority ratings 
permit. 


ACME TACK-POINT CORRUGATED 
FASTENERS—Shown in actual size is 
an Acme %'' x5 Fastener—with diver- 
gent corrugations and a saw edge. Also 
available with parallel corrugations. Can 
be furnished in 100 pound kegs. Also 
standard cartons of 250, 500 and 1,000; 
boxes of 100 fasteners, 10 boxes to a car- 
ton; as well as boxes containing 50 fast- 
eners "4 one size... %" 24; "x §; 
54" x § 


ACME NAILEZY EMBOSSED 
BOX STRAPPING—Made in six 


widths and wound in coils of 300 
feet. Sold in case lots. Furnished 
with or without nail holes punched 
1¥,"’ apart. Each coil has a con- 


venient holder for easy mounting 
in the shipping room. 








ACME STEEL CUMPANY 


2838 Archer Avenue 
Chicago, Illinois 
103 Park Ave., New York @ 432 Bryant St., San Francisco 
Branches and Sales Offices in Other Principal Cities 








OCTOBER 1, 1942 


Mule Shoes 


N. wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX PHOENIX JUNIATA 
Ever Ready Toed and Short Heel 
Horse Heeled Hind 

Shoe = 


a 
Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern. 





SWEETS 
Toe Calks 


€ PHOENIX 
JUNIATA Noiseless Mule 
Light Mule 


5 | 


ountry Pattern 

Note High ee PHOENIX 

Inner Rim Noiseless 
—_ Leading jobbers every- — 
Front where distribute Phoenix 
Polo and Juniata horse and 

mule shoes on an es- 

tablished policy through 

regular trade channels. 











Phoenix also manufactures Turned Heel shoes, Sport 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding 
and Slip-On Flanges, Commercial Forgings, and other 
similar items. 


PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois, Catasauqua, Pa., 











2 FRONT-LINE 


TIME AND LABOR SAVERS 
* For WAR Construction j 


PAINE “SUDDEN DEPTH" 


DRILL BITS 


@ CUT 50 to 75% FASTER 
@ QUIETER @ LAST LONGER 


Here's the revolutionary Drill Bit that's 
saving man-hours on the driiling of 
anchor, cable, conduit and pipe holes 
in masonry and concrete, also routing CARBOLOY 

for rafters. Can be used in any rotary TIPPED 

drill (slow speed). Available in sizes 

from 3/16 in. through 1! in. diameter (graduated in 1/16 in. 
sizes) all having a maximum !/2 in. shank. 


PAINE TOGGLE BOLT CLAMP 


——y 


Free with “178 , 

Every Box of __ yr = 

Paine Toggle 3/16 ny “4 § 
Bolts ‘pp 

\ handy Vest-pocket size gadget that holds 

toggle bolt securely so it can be tightened with 


t screw driver as illustrated. It cuts installation time one-half and 
tVes mechanics fingers 


4 


, # > 


Oe " 





ASK YOUR JOBBER TODAY 


THE PAINE CO. 


27963 Carroll Ave. Chicago, Ill. 


Offices in Principal Cities 











To those who are producing materials essential to 

Victory, we are making an all-out effort to supply 
Justrite Safety Products. To others, though we regret 
to say it, we're simply “all-out”. Victory must come 
first, and even though ai times deliveries may seem 
slow, you can rest assured that these delays are due 
to causes beyond our control 


If you are supplying material to any of the defense 
industries you'll find it profitable to include Justrite 
Safety Products, for each one is a “must” when it 
comes to safety, efficiency, and economy. 
Write for catalog 
and prices. 





° Oily Waste Safety 
Cans Cans 


Approved 
Electric Lanterns 


JUSTRITE MANUFACTURING CO. 


2073 Southport Ave. Chicago, Ill. 


STHITE =z, 


SAFETY CANS 














FILLING CANS ~- OILY WASTE CAN 
APPROVED SAFETY ELECTRIC LANTERNS 






SWITCH PLATES and PROTECT-O-SHIELDS 
available for immediate shipment 


Here is a deal with great merchandi: 


Free i ing possibilities. A complete range of 
(with Deal) Switch Plate and Protect-o-shield styles 
and colors that harmonize with any wall! 
FOUR COLOR or wallpaper (including luminous plates 
SUPER DISPLAY that glow in the dark). Four color Super 
measures Display FREE. Send to your jobber fox 
eel Deal No. 42 TODAY—Retail value $34.69 
—mounts on coun- 
ter, window stage Dept. HA-7 
or wall. 


Canadian Distributor 


KAHN, BALD & 
LADDON, LTD. 


69 York St., Toronto 








Two New ‘Wcsas Shears 


With Features That Sell Them 









AMERICAN * HEAT TREATED 
Gardener's ' TOOL STEEL BLADES 
Special * FULL 5-IN. BITE 
Price: 
actin * KNEE ACTION 


SPRING TENSION 
’ * ALL PARTS RUST-PROOF 
=) » PAT. THUMB TOUCH LOCK 
* OVERLOAD RELEASE 


, Bonds and clip 
the interest later 





SEND FOR LITERATURE AND TRADE PRICES 





A well made precision grass shear with many features of 
our popular AMERICAN Gardener’s Special, including auto- 
matic blade pressure regulation, knee action spring tension 
and automatic overload release. 
The hardened steel blades take full 
5-inch bite. Priced low to meet 
competition. 


“The 
Lawn Trim" 






Price: 
Buy War 
Stamps and 
Reap a Harvest 

Later 


AMERICAN STEEL BOX CORP. 


3333 Belmont Ave., Chicago, Ill. 
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PROTECTING 
THE NATION'S 
HAND-POWER 















Showing Double Loeking Action 
“MAXIMUM Security—Assured!"’ Shown Half Siee 
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CHICAGO PADLOCKS 


offer the "Double Advantage" of Selling— 


Double Locking—Double Security" 


—and you'll BOTH 
Sell MORE 


PADLOCKS 


Get your Dealers to show cus- 
tomers Chicago Lock’s patented 
“Double Laocking’’ action, as- 
suring ‘Double Security’’ and 
sales will be made quicker end 
more easily. Yes, and every Sale 
J win extra customer Good 


There's a "CHICAGO" 
Lock for EVERY Need 
Padlocks, ‘‘Ace’’ Lecks, Cylinder 
Locks, Single, Double Bitted. 


Locks for Burglar Alarms aad 
Airplanes. 





Drawer Lock No. 1970 


CHICAGO LOCK CO. 


2024 N. RACINE AVE., DEPT. 1-A, CHICAGO, ILL. 





_— 


BETTER BRAND 


TRAPS 





McGiit Meta Propucts Company 
CHICAGO MARENGO, ILLINOIS NEW YORK 








HARDWARE 
STILL AVAILABLE 


. 4 


ie 







No. £08260 “‘DeLuxe”’ Drawer Pull 


Don’t pass up business because you think 
certain hardware is unobtainabJe — get the 
facts first! Most of the items in our regular 
line are available from factory stocks, and 
many jobbers still have Amerock cabinet 
hardware in a normal range of designs 


and finishes. 


Ask your jobber 














AMERICAN CABINET HARDWARE CORP. 


ROCKFORD @ ILLINOIS 
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... after the war he’ll 


“KEEP "EM FLUSHING” 





ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


The Complete Line of 


“Plumbing Brass Goods Since 1890” 





TE-CO RUBBER BELTING. 


FOR ALL KINDS 


itis 


— 





- 
“f 











PULLEYS Vv BELTS & SHEAVES GEARING 


Tremendous Stocks 
Low Prices 


TEUSCHER 


PULLEY & BELTING CO. 


801-803-805 N. Znd St. 
St. Louis, Mo. 
“The Test of Time Since '99” 





SPROCKETS CHAIN 


EARNER ERED 
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“DUCK BILL” 





KWIK-LITE 


Asbestos Burner Wick 








Attractive display carton 
contains 12 6-ft. lengths or 12 12-ft. lengths 
of Kwik-Lite Wick in individual cartons 


Outstanding improvement achieved thru exclu- 
sive design. Special weave brings all the soft 
spun asbestos fibre parallel to the direction of 
oil flow--there are no horizontal fibres to 
retard capillary attraction. Square cut edge 
exposes ends of fibres and brings oil out on 
the surface for instant lighting. 


Effectively packaged in colorful eye-catching 
cartons that attract attention and win business. 





100-ft. Rolls 
packed in colorful 
dispensing cartons. 


Distributed by leading wholesalers. Ask your 
jobber or write us for details. 


ASBESTOS TEXTILE COMPANY, INC. 


167 W. WACKER DRIVE --- CHICAGO 



















OUR GUARANTEE 








GREETINGS This Danie! Boone Handle is made of 
T the best Second Growth Hickory in 
0 Soe been saneonel te fee Waar 
HARDWARE and Too! Users as being qnoqueliad. 
NO GETTER HANDLE CAN BE MADE 
WHOLESALERS 
AND TOOL 
MANUFACTURERS q 


You are cordially 

invited to consult us 

on any question or 

problem about your han- 

dle requirements. Our com- 

pany will be represented at 

the convention by Mr. H. Lee 
Bassett, Mr. Robert H. Gates 
and Mr. Edwin Luther, who will 
welcome an opportunity to discuss 
this subject with you. 


a 


TURNER, DAY & WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 


FOR OVER 80 YEARS WORLD S LARGEST HICKORY HANDLE MANUFACTURER 
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y VERY resource of the American 
Steel & Wire Company is at the serv- 
ice of the nation. Every pound of steel, 
every foot of wire, every finished product 
is on call for war purposes. Every metal- ; 
lurgist, every engineer, every executive, 
every mill worker, in fact, every employee is doing his 
part to improve products, speed production and help 
industry use our products more efficiently. 

We are carrying on—for the one big job that must be 
done today. But in working for the present we are not 
forgetting the future. Some day this war will end. We 
intend it to end in victory for us. And then we shall all 
be faced with the problems of reconstruction. 

Until that time comes we are determined that our 
customers shall have reason to remember favorably the 
American Steel & Wire Company and the products we 


AMERICAN STEEL 


Cleveland, Chicago 


se of « 





make. Therefore, we are using our advertising to explain 
how the war effort is taking the steel ordinarily used to 
make the products your customers and our customers 
want—and to show them how to caye for the products 
they have and make them last. And we are reminding the 
\merican people of what we make so that when the war 
is OVer We Can again serve them, as we have for more than 
100 vears, with the wire needed for peace-time purposes. 


COME iN AND SEE US AT CHICAGO 
— WILL BE IN ROOM 2136-W AT THE PALMER HOUSE 


& WIRE COMPANY 
Uss) and New Yo 
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AMERICAN MOLDED 


1758 N. HONORE ST 


THE FAMOUS 


“Indestructo” 


PLASTIC 
Plumbing and Heating 
SPECIALTIES 


For Dependability and 
Ease of Installation .. . 


* 
Pertect Fitting 


Service and 
Satisfied Customers 


With deep satisfaction we celebrate 
our First Anniversary as members of 
a great industry—Plumbing and Heat- 
ing. 


We recognize only one task. All our 
energies and resources are and will 
be concentrated on helping to win the 
war, since first and foremost we are 
contributing to the needs of our 
arnred forces. 


Simultaneously one of our finest con- 
tributions will be the increase and 
expansion of eur improvement in 
Plumbing and Heating Specialties. 
Many NEW items are being de- 
veloped. 


WE WILL NOT DEVIATE 
FROM OUR POLICY OF RE- 
LEASING ONLY DEFINITE, 
PRACTICABLE, IMPROVE- 
MENTS 
WE WILL NOT put out any mere stop- 
gaps or peor substitutes for the sake 
of building a market over night. 


WE WILL NOT afflict the trade with 
makeshifts to be endured for the dura- 
tion. 


OUR POSITIVE ASSURANCE is here 
given the trade that every new 
“Indestructo’’ will match the un- 
equalled qualities of the now famous 
“Indestructo” specialties 


For information on the complete 
““Indestructo”’ Line, write 


Pioneers and Originators ef Plastic Plumbing & Heating Specialties. 


For Service and Quality buy ‘‘American."' 





PRODUCTS SALES CO. 
CHICAGO 


ILL 

















COMMUNICATION 
ESTABLISHED! 


Photo by U.S. Army Signal Corps 





...and to carry out its objective, and for 
their protection, this gun crew must main- 
tain contact with field headquarters at all 
times. Thousands of these ‘‘Walkie-Talkie”’ 
radios provide the ‘“‘life line’’. 





Supplying dry batteries for these radios is 
a huge task. It means — not one battery 
for each ‘‘Walkie-Talkie’’ in service — it 
means hundreds! Filling this need — and 
similar needs of our Armed Forces — cur- 
tails production for civilian supply — leaves 
your customer with extra money for War 
Bond purchases. MHere’s your chance to 
sell patriotism — sell War Bonds! Induce 
your customers to put these extra dollars 
into the fight for Freedom. 


Bae SPARS a hay 


These familiar black 
and white striped bat- 
teries — the mark of 
quality and long life — 
are in service on battle- 
fronts over the entire 
world 





BURGESS 
BATTERY 
COMPANY 


FREEPORT e ILLINOIS 





HARDWARE AGE 














oc 





















































ABRASIVE veers 
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Here it is, Mr. Hardware Dealer, hot off the press! Your Guide to 


Write today for the Profits in 1943! This New Carborundum Catalog No. 104 contains 


a total of 80 pages. It lists more than 300 Carborundum-made items 


NEW CARBORUNDUM to help swell your profits. Nearly every item is illustrated. And 


there are pictures, too, of dozens of “stopper” window and counter 


CATALOG NO. 104 displays that can help you make extra sales. No dealer can 


afford to be without this “profit handbook.” Send for your copy! 





THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


Complete stocks carried in Chicago Warehouse, 3630 Iron St. 


Other Stores and Warehouses in New York, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company 
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used this way 
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Kaompoa Kein Plumbing Parts represent a complete package 
of plumbing items. They are available at a time when con 





ventional materials are difficult to obtain Each Kampa 





part is a definite development and improvement’in plumbing 
application Kampo Plastic Plumbing Parts replace critical 
material. They are available for immediate delivery. Each 
part packed in convenient display cartons 








‘ 
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mL. Blame these birds if you've been 
[~ having priority or delivery prob- 
lems on Puritan Sash Cords. 
24 hours a day, 6 days a week, 
Puritan Cordage Mills are striv- 
ing to serve our No. | customer 
—Uncle Sam—and to supply you, too, 
with the cord you need for your part 
in the war effort. 


We know you'll understand this when 
you do not always get the immediate 
service from Puritan you've had 

in the past. Rest assured we + 
are still as anxious as ever to 
help you, both now and in the 
























THE FOUR STAR PLASTIC FLOAT 


Standard size, 4°x5". Made of non- 
corroding, tough, long lasting plastic. 
A big advancement over metal floats. 
Sold and recommended from coast 
to coast. 





» 


THE FOUR STAR ALE PLASTIC DRAIN STOPPER 
Available in popular sizes. Easily in- 
stalled. A new, modern, non-corrod- 
ing stopper that is sanitary and long 
lasting. Permanent color, matching 
plumbing ware. 


Standard sizes. Made of permanently 


THE FOUR STAR PLASTIC FLUSH ELBOW 
white, dimensionally stable plastic 


Nuts and gaskets to match. Makes a 
permanent, better, cleaner installation 


than metal elbows. 





THE FOUR STAR PLASTIC FLUSH BALL 


One universal size. Made of tough 
non-water absorbent plastic. Pliable 
enough to give a permanent water 
seal. Should many times outlast the 
average rubber flush ball. 


OTHER PLASTIC PLUMBING ITEMS ARE BEING 








peace to follow. But remember faci 

that urgent U. S. wer aceds fer A DEVELOPED AND WILL BE ANNOUNCED SOON ac 

cord ashore, afloat and aloft “2: we 

get first call with us, just as = 44 ° the 

they do with youl oaume NO DELIVERY DELAYS « NO PRIORITIES eal 

Pre 

PURITAN 22: Boyles *s 
PUR in 

” ITAN CORDAGE MILLS, Incorporated, hc Kentucky 12132 W. CAPITOL DRIVE - MILWAUKEE, WIS. 
Mfr's. of sash cord, clothes line, and braided and twisted cotton cords. co 
80 HARDWARE AGE oc 








~BNES sHiPS = guNS pLANES 


.. all require the high-grade metals that go into the manu- 
facture of Red Edge Screen Cloth—and this means that 
we cannot, as heretofore, obtain unlimited tonnage of 
these basic materials. We are required to ship our product 
only on priority-rated orders—to comply with the War 
Production Board's provisions for conserving and allocating 
the nation's steel supply. 

Our old and loyal Red Edge customers are uppermost 
in our minds, and we will continue our effort, in every way 
consistent with the war program restrictions, to serve them. 

The winning of the war is our mutual aim. 
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NATIONAL LOCK QUALITY BUILT HARDWARE 





* For over one third of a century, the leadership of National Lock Company’s “Rockford 
Line” of Cabinet Hardware has been recognized and accepted throughout the Hard- 
ware, Cabinet and Furniture Industry. .* Today, as always it is our aim to serve you 
with a most complete line of top quality hardware in a wide variety of styles and finishes. 
National Lock’s “Rockford Line” is of high quality materials, precision built throughout 
by expert craftsmen in one of the largest and most modern plants of its kind in America. 
Built and styled by National Lock is your insurance of satisfaction. * Our wide range 


of products include Cabinet Hardware — Screws and Bolts — Builder’s Hardware 


To protect the finish and to facilitate handling, National Lock 
Company Cabinet Hardware products are individually packed 
in printed envelopes complete with screws and instructions for 
applying....Also available are attractive colorful display 
boards furnished complete with various modern styles of 
Cabinet Catches, Pulls, Hinges and Knobs in matched sets. 
(You pay only for the hardware — display board is FREE.) 
Write today for complete literature and prices. 





PACKAGED HARDWARE DIVISION 
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Low Cost, Classified Advertisements 






Do the Job for Zweck-Wollenherg’s 


Display ads and radio complete 
well-rounded promotion program 
for Beaver Dam, Wis., firm 


C LASSIFIED adver- 


tisements produce excellent results 
for the Zweck-Wollenberg Hard- 
ware Co., Beaver Dam, Wis., and 
are an important part of the com- 
plete advertising and promotion 
program which this store carefully 
plans each year. When classified 
advertisements are run on seasonal 
merchandise sales of the adver- 
tised item always increase. Many 
sales on new and used appliances 
have been traced to this.type of 
advertisement and all types of mer- 
chandise are promoted through 
these columns of the local paper. 
These notices are easy to prepare 
and several are used in each issue. 
“We spend approximately $10 
every month in classified advertis- 
ing,” says Carl J. Haider, trea- 
surer and advertising manager. 
“More of them are used in the 
Thursday issue of the paper than 
in any other. This is usually a big 
issue and one which cevers the 
rural areas very completely.” 
Display advertising also plays a 
large part in the company’s pro- 
motion efforts and approximately 
$25 per month is spent for this 
type of space. Display advertise- 
ments are usually developed about 
major items or groups of related 
merchandise where cuts or illus- 
trations of the goods are essential. 
Special deals, seasonal items and 
sale merchandise are typical lines 
all featured in the display ads at 
the most appropriate time during 
the year. 
“Now and then we use excep- 
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FOR SALE 


FOR SALE—Electric Fans, $1.69 
and up. ZWECK-WOLLENBURG 
CO., HDWE. 105-2t 








FOR SALE—Icy Hot Jugs, $1.19., 
ZWECK-WOLLENBURG CO. 
HDWE. 10§-2¢ 


ee eee 
POR SALE—Large currants. Tel, 
926-J. Inquire 508 Grove St. 106-3¢ 


FOR SALE—Charcoal, 25c bag; 
Wiener Forks, 10c and 15c; Ham- 
burger Grills, 15c. ZWECK-WOL-~ 
LENBURG CO., HDWE. 107-2t 

















ee eS 
a a nD 
FOR SALE—Cherries, Tel, 929-J. 

107-3t 





FOR SALE—Steel Lawn Chairs, 
$2.50. ZWECK-WOLLENBURG CO., 
HDWE. 107-2t 








FOR SALE —Screen Doors, 
ZWECK - WOLLENBURG CO.,, 
HDWE. 107-2t 


SS 
FOR SALE—Radio, desk, bed, rugs, 
table, daybed. 217 Jackson. 106-2t-p 


FOR SALE—Extension Window 
Screens, 29c and up. ZWECK-WOL- 
LENBURG CO., HDWE. 107-2t 


See 

FOR SALE—Cherry Stoners, $1.39 
and $1.50. ZWECK-WOLLENBURG 
Cco., HDWE. 107-2¢ 





























Copy for these advertisements is 
in the regular classified style, 
is short and to the point. Prices 
are given in a majority of cases. 


tionally large advertisements in 
the paper,” says Mr. Haider, “but 
this is not our usual practice. We 
prefer to use three or four smaller 
display ads and to scatter them 
throughout the issue. By doing this 
we are able to develop the ad 


around one product or around a 
group of related products and to 
spot each particular advertisement 
on different pages of the paper. 
For example: if we ran a small 
ad on sporting goods we would like 
to have it appear on the sports 
page. This practice has worked out 
very well for us.” 

To balance its newspaper adver- 
tising program, the firm also uses 
radio advertising ever the local 
station WIBU. A 100-word an- 
nouncement is used every day 
throughout the entire year. This 
is scheduled for 8:25 each morn- 
ing. A program of this type costs 
approximately $28.50 per month 
on a contract basis and excellent 
results are obtained from it. 

Mr. Haider makes up a rough 
draft of what he wants to include 
in each* 100-word announcement. 
The radio station program staff 
completes the copy and presents it 
for approval. Last minute changes 
can always be made and some 
standard announcements for spe- 
cial days—rainy, snowy or hot— 
are on hand to be used in place 
of the regular announcement on 
such occasions. 

This firm’s advertising program 
reaches a large group of people— 
those who read the newspapers and 
those who get most of their infor- 
mation via the radio—and it has 
increased the firm’s _ business. 
Therefore, all three forms of ad- 
vertising are very much worth 
while. These conclusions have been 
reached after carefully checking 
results secured from each indi- 
vidual medium. 














News of Retailers, Jobbers, 
and Manufacturers and 
Salesmen 





Nicholson File Co. Announces 
New Appointments 


Paul C. Nicholson, president of | as well as that of vice-president. 
Nicholson File Co., Providence, Mr. Hunt joined the Nicholson 
R. L., has announced the follow- | organization in 1904 following his 
ing appointments: A. E. Saun-| graduation from Brown Univer- 
Foster | sity. He was made export man- 
ager in 1919 and became a d’- 
rector in 1939. 

Joseph F. Madden joined the 
company in 1919. He is ‘secre- 
tary of the Rhode Island Associa- 
tion of Credit Men. 


ders, vice-president; S. 





A. E. SAUNDERS 


Hunt, vice-president; Joseph F. | 
Madden, manager of credits, and 
Bruce R. Zeiser, export manager. 

Mr. Saunders became associ- 
ated with Nicholson File Co. in | 
1901. He was appointed man-| Mr. Zeiser went to Nicholson 
in 1926 from Henry W. Peabody 
Company, Exporters and Im- 
porters, New York City. He was 
appointed assistant export man- 
ager in 1936. 





8S. FOSTER HUNT 


ager of credits and assistant sec- 
retary in 1917 and a director in 
1918. He became secretary of 
the company in 1938, an office 
which he will continue io hold 











ODELL TO OPERATE | Therefore in the future the com- 
WHOLESALE DEPT. ONLY | pany will serve dealers exclu- 


The Odell Hdwe. Co., whole- | *vely-” 
salers, Greensboro, N. C., 


its retail store on Sept. 1. Dur- | 
ing the 70 years of the company’s | WEED & CO. PROMOTES 


existence the retail department MacKENZIE AND O’GRADY | 
had been operated in connection| James MacKenzie has been ap- | 
with the wholesale business. In| pointed purchasing agent for the | 
the letter announcing the clos- | Rochester store of Weed & Co., 
ing of the retail store, D. H.| succeeding the late R. Frank 
Lambert, vice-president, said,| Quinn. Mr. MacKenzie came to | 
“We feel that by closing our re- | Weed & Co. in 1926 after spend- | 
tail store we are making every | ing several years with some of | 
effort we can to supply our dealer | the wholesale houses in Ottawa 
customers with their needs.” | and | 





closed | 





Montreal and had _ been | 
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closely associated with Mr. Quinn 
for many years. 

Mr. O’Grady has been placed 
in charge of the company’s whole- 
sale department and will direct 
the wholesale sales in Roches- 
ter. He began his _ business 


career in the shipping depart- | 


ment in 1916 and, except for one 
year’s absence with the army 
in 1918, has spent his entire 
busines life with Weed & Co. He 
has had retail experience and 
has spent several years selling 
wholesale hardware inside and 
on the road. 


SARGENT APPOINTS DUFF 
ASS’T GEN. SALES MGR. 


The appointment of J. B. Duff 
as assistant general sales man- 
ager of Sargent & Company, New 
Haven, Conn., was announced 
recently. 

Mr. Duff has represented this 
company in an important south- 
ern territory since 1925. He 
started with Sargent & Company 
in 1921 immediately after grad- 
uating from college. After two 
years in the salesmens’ school 
at New Haven, he was trans- 
ferred to the New York contract 
sales department where he con- 
tinued his work until going on 
the road. 

In the recent past Mr. Duff 
has done a great deal of work 
with architects and general con- 
tractors in connection with Army 
and Navy installations. He is 
well known among architects, 
contractors .and the hardware 
trade. 





J. B. DUFF 











BORCH JOINS BOARD 
OF ECONOMIC WARFARE 


J. K. Borch, formerly Scandi- 
navian traveling representative 
for Millers Falls Co., Greenfield, 
Mass., Wayne Pump Co., Fort 





J. K. BORCH 


Wayne, Ind., and other American 
manufacturer, is now with the 
New York branch of the Office 
of Exports, Board of Economic 
Warfare. Prior to his traveling 
in Norway, Mr. Borch was asso- 
ciated with Marshall-Wells Co., 
wholesale hardware distributors, 
Duluth, Minn., for 12 years. 


LOS ANGELES CLUB HOLDS 
FIRST FALL MEETING 


The first fall meeting of the 
Los Angeles Pot and Kettle Club 
was held recently in the Clark 
Hotel in that city. Awards 
were made to the leading Club 
bowlers for the past season by 
A. G. Baker, sports chairman. It 
was also announced that the 
next season’s bowling tournament 
would start early in October. A 
series of luncheons has been 
planned by M. E. Neidecker, the 
club’s second vice-president who 
has charge of the programs. 

Two more members have 
signed up with the armed forces, 
John D. Perkins, Jr., is in train- 
ing with the Army at Marysville, 
Cal., and Ray P. Knox is doing 
laboratory work at the U. S. 
Naval Hospital, Mare Island, 
Cal. 
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Meiners and McGowan to Represent 


Master Rule in Midwest Territory 


The Master Rule Mfg. Co.,| manager of Master Rule, before 
inc., New York City, has an-| moving into the midwest sector. 
supervis‘on and 
states of 


nounced the reorganization of the | 





WILLIAM MEINERS 


midwest territory into a single 
work unit under the management 
of two Master representatives, 
William Meiners and William 
McGowan. Both Mr. Meiners 
and Mr. McGowan worked the 
Pacific Coa:t territory under 
Glenn C. Hall, western branch 


LE PAGE’S, INC., HOLDS 
INDUSTRIAL CONVENTION 


Le Page’s, Inc., Gloucester, 
Mass., held an industrial sales 
convention at Harry Smith’s Tav- 
ern in Gloucester when the sales 
force convened for a few days 
during the first week of Septem- 
ber. With the idea of meeting 
new problems occasioned by the 
war and the subsequent shortage 
of materials, executives of the 
company predicted that with 
many new developments _ this 
year, service would be maintained 
with all their divisions. 

Intencive all-day programs were 
presented with discussions em- 
bracing chemical formulations, 
applications, distribut'on and 


merchandising. With the intro- 
duction of new products by the 
research laboratory, President N. 
C. Phillips assured his represen- 
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Under their 
}contro] will be the 


| Michigan, Ohio, Kentucky, In- | 


| diana, Illinois, Missouri, eastern 
| Kansas, eastern Nebraska, Iowa, 
Minnesota and Wisconsin. This 





WILLIAM McGOWAN 


territory will be covered by them 
working exclusively on the pro- 
motion and sale of Master rules. 


tatives that the company gives 
every evidence of being in a posi- 
tion to serve its customers as it 
has in the past. 





ENAMELED UTENSILS 

STANDARD EXTENDED 

The Enameled Utensil Manu- 
facturers’ Council recommended 
recently that the effective date 
for Multiple-Coated Porcelain, 
Enameled Steel Utensils, Com- 
mercial Standard CS100-42, be 
extended six months. Therefore, 
the Division of Trade Standards 
together with the approval of 
the Standing Committee has ex- 
tended the effective date for new 
production from Sept. 30, 1942, 
to March 30, 1943, subject to the 
availability of essential raw ma- 
terials at that time. The reasons 
for this extension accord'ng to 





the National Bureau of Stand- 











ards, Department of Commerce, 
are: the scarcity of available 
steel, due to priorities, the prob- | 
lem of the supply of chemicals 
necessary for enameling and ihe 
shortage of trained labor for the 
production of enameled utensil . 


BARNES VICE-PRESIDENT 
OF HASKELITE MFG. CORP. 


Victor S. Barnes was made 
vice-president in charge of sales 
at a recent meeting of the Board 
of Directors of the Haskelite 
Mfg. Co., Chicago, IIl., producers 
of hardwood plywood. | 

Mr. Barnes has been associated | 
with this company since 1931 fol- 
lowing his graduation from 
Michigan University. He was 
firt emloyed in the Engineering | TO AID OPA 
department at the Grand Rapids! 4, W. Herron, Jr.. manager of 
factory and later became assist- | warehouse sales for the Jones & 
ant to F. M. Curran, vice-presi- | Laughlin Steel Corp., Pittsburgh, 
dent in charge of operations at | Pa., was invited recently by Price 
Grand Rapids. In 1936 he trans- | Administrator Leon Henderson to 
ferred to sales and was made| become a member of a steel 
sales manager in January, 1941.| warehouse and jobbers’ advisory 

Other executives of the com-| committee. The committee on 
pany are: President, George R.| which 18 warehousemen and job- 
Meyercord, Jr.; vice-presidents: | bers in a number of cities were 
O. H. Basquin, in charge of en-| asked to serve, will act as a 
gineering, F. M. Curran, in| liaison body between the OPA 
charge of operations at Grand | and resellers of iron and _ steel 

| products. 

Mr. Herron has been with 
| Jones & Laughlin for 32 years 
| and has been manager of ware- 
house sales since December, 
1938. Prior to that he served in 
| the wire sales department and 
at one time was manager of the 
Cincinnati office. 





A. W. HERRON, JR. 


A. W. HERRON, JR., 


7 








Builders’ Hardware 
Convention 


| Cancelled 


The joint convention of the 
National Contract Hardware 
Association and the American 
Society of Architectural Hard- 
ware Consultants has been 
cancelled. This convention 
was originally scheduled to 
be held at the Coronado 
E. B.| Hotel, St. Louis, Mo., from Oct. 
6 to 8. 

The step was taken in co- 
treasurer and assistant secretary, operation —s — a. 
H. B. Dunton; secretary, Solin ee ee ns eee, 
Harrington; and controller, Rob: | ever possible. 
ert Pierce. 








VICTOR S. BARNES 


Rapids, H. G. Bersie, 
Meyercord, in charge of manu- 
facturing at Mobile, Ala. plant; 
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Remington-Bridgeport Works — 


Receives Army-Navy “E” | 


An inspiring ceremony, Sept. 
14, at Harding Field, Bridge- 


port, Conn., marked presentation 


of the Army-Navy “E” award to 
employees of the Bridgeport 
Works of Remington Arms Co., 
Inc. A crowd of more than 


20,000 including employee repre- | 


sentatives and families, execu- 
tives and company guests wit- 
nessed the ceremonies. Miss 
Gladys Swarthout, Metropolitan 
Opera Co., accompanied by the 
Veterans of Foreign Wars Band, 
opened the program with the 
singing of The Star Spangled 
Banner. 

Veterans and newer employees 
were complimented, for their | 
efforts in the war program, by 
William T. Ashcroft, assistant 
production manager of Reming- 
ton. Hon. Frederic C. Walcott, 
former U. S. Senator from Con- 
necticut, presented guests includ- 
ing Hon. Jasper McLevy, mayor 
of Bridgeport, who spoke in 
praise of the Organization. 

Brig. Gen. H. W. Schull, for- 
mer assistant chief of Ordinance, 
U. S. Army, presented the Army- | 
Navy “E” 


pennant which was| 


accepted, in behalf of all em- 
ployees, by Mr. Ashcroft and E. | 
E. Swenson, works manager, | 





Hon. Frederic C. Walcott, former United States Senator, 
left, was Master of Ceremonies. With him is C. K. Davis, 
president of Remington Arms Co. 
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Bridgeport plant. Gen. Schull, | 
said, “the award we are making 
today may be considered a mili- 
tary decoration bestowed upon | 
you as a reward for skill, stead- | 
fastness and devotion to duty, in 
much the same sense as battle | 
honors are given to military or- | 
ganizations for the display of | 
similar qualities on the field of | 
battle.” The pennant, henceforth 
to fly over the Bridgeport plant, 
was raised on a flag staff at the 
field by a color guard of Rem- 
ington patrol force members. 
The company’s military expan- 
sion program started in June, 
1940, with 100 per cent produc- | 
tion now for the United States 
Government was reviewed by 
C. K. Davis, president and gen- 
eral manager, Remington Arms 
Co., Inc. He said the company 
had re-conditioned facilities not 
used since the first World War 
as well as staffed and equipped 
additional manufacturing plants | 
for the Federal Government. | 
Personnel of the company, which 
in peace times produced 98 per | 
cent of its goods for peace time | 
use and but 2 per cent for mili- | 
tary purposes, has been increased 
16 fold. As to the future he de- | 
“The road ahead may 
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Members of the-Color Guard of the Remington Patrol 
Force raise the “E™ pennant over the athletic field at the 


ceremony at Bridgeport, Conn. 


over the plant. 


be hard—we will be called upon 
to make many sacrifices in the 
days to come, but each hour we 
work at our bench, machine or 
desk, each sacrifice we make, will 
bring us nearer the day of victory 
and peace.” 

“E” pins were presented some 
veteran employees by Lieut. Com- 
mander R. T. Fish, U. S. Navy, 
other pins to be distributed dur- 
ing the week to all other em- 
ployees and executives. War pro- 
duction in this country is five 
times greater, he declared, than 
it was a year ago and three-and- 
one-half times greater than at the 
time of the Pearl Harbor at- 
tack. “E” awards, which are for 
a six months’-period, are not just 
for a good job but for an unusual 
record. Stephen J. Knapik, presi- 
dent, Remington-Bridgeport Em- 
ployees’ Union, accepted the 
“E” pins, in behalf of fellow em- 
ployees. All, he emphasized, 
would continue striving to pro- 
duce in line with the employee 
slogan, “We’re in It to Win It.” 

That evening a reception and 
dinner were held at the Strat- 
field Hotel, with Hon. Joseph C. 
Grew, former ambassador to 
Japan, discussing conditions un- 
der which employees in that 
nation live, work and _ slave. 
Failure in our war efforts, he 
warned, will bring slavery to all 


Pennant was later raised 


America, but America will not 
fail. His address was broadcast 
over NBC stations as part of the 
“Cavalcade of America” program 
of the E. I. duPont de Nemours 
& Co., Inc. 





| OSBORN ANNOUNCES ITS 
FIFTH PLANT ADDITION 


Another addition to the plant 
of The Osborn Mfg. Co., 5401 
Hamilton Ave., Cleveland, Ohio, 
manufacturer of industrial brush- 
es and foundry moulding ma- 
chines, was announced by the 
company recently. 

The addition consists of a one- 
story building formerly occupied 
by the Lake Erie Lumber & 
Supply Co., at Hamilton and 
Marquette Avenues. The struc- 
|ture is being remodeled and 
| equipped with an overhead con- 
| veyor as a storage space for ma- 
terial for manufacturing brushes 
and for castings that will go into 
foundry moulding machines. The 
addition will make available more 
space in the moulding machine 
section of the Osborn plant. 
Both the foundry and the brush 
making sections have greatly ex- 
panded their activities under in- 
creased demands for war pro- 
duction. The addition to the 
plant is the fifth made since 1931. 
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SIMPLIFIED PRACTICE 
‘FOR FILES AND RASPS 


Printed copies of Simplified 
Practice Recommendation R6-42, 
Files and Rasps, are now avail- 
able, according to the Division 
of Simplified Practice, National 
Bureau of Standards. 

The inclusion of important 
data on dimensions, cuts, and 
tolerances, it is believed, will 
greatly enhance the efficacy of 
the simplification program. Here- 
tofore the recommendation has 
listed only the standard lengths 
of each type of file and rasp. The 
revision supplements this with 
detailed dimensional standards 








covering width, thickness, range 
of file teeth per inch, the num- 
ber of rasp-teeth per row and 
rows per inch and tolerances. 

The scope of the recommenda- 
tion has been enlarged to cover 
straight and curved-tooth milled 
files, and detailed standards for 
this type are also included. 

Copies may be obtained from 
the Superintendent of Docu- 
ments, Government Printing Of- 
fice, Washington, D. C., for 5 
cents each. A discount of 25 per 
cent on orders of 100 or more 
copies is available to those desir- 
ing to purchase a supply for busi- 
ness purposes. 


SALVAGE CAMPAIGN POSTER RECEIVES WIDE- 
SPREAD PRAISE: This illustration entitled “Junk Rains Hell 
On Axis” distributed by the Wickwire Spencer Steel Co., New 
York City, has received widespread praise in connection with 


the nation-wide salvage campaign. 


The company has fur- 


nished over 5,000 poster enlargements to various local and 
state W.P.B. salvage committees and requests are still being 
received from practically every state in the nation. 


OCTOBER 1, 1942 











| have Hardware by 





Mexinn ey 


Homes for war workers in Dallas... in 
Washington . . . in Pittsburgh . . . in all parts of 
the nation . . . are now being equipped with 
McKinney quality hardware. Builders every- 
where have come to realize the advantage of 
McKinney's greater durability, adaptability, and 
ease of installation. They realize, too, the advan- 
tage of equipping houses with hardware which 
not only meets today’s stringent requirements, 
but adds the plus of authentic design and good 
engineering, developed through 75 years of 
quality hardware manufacture. Now is the time 
to talk McKinney and display McKinney . . . to 
build customers for tomorrow. 



















When her toolkit 
is traded fora 


One day — soon, we hope — 
America’s war-working women will 
return once again to the peaceful pur- 
suit of homemaking. With them they'll 
bring a new appreciation of efficiency, 
learned on high-speed production lines. 
When that day comes, Grand will be 
ready .. . ready with a gas range em- 
bodying the functional beauty and 
effortless efficiency of modern produc- 
tion machinery. Though our plant is 
making munitions today, our laboratory 
is reaching into the future for the kind 
of range Mrs. America is certain to de- 
mand when she turns in her toolkit 
and takes up her skillet once again. 





When Peace Comes, It Will Be GRAND 


| SER Sees 
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Lieut. Col. Edward H. Bowman, chief of Chicago Procure- 
ment District, presenting Army-Navy “E” Flag to George C. 
Purdy, president of Greenlee Bros. & Co., Rockford, Ill., of 


which Greenlee Tool Co. is a division. 


| Greenle Honored with 


Army-Navy “E” Flag 


In an impressive ceremony on 
the company grounds, Greenlee 
Bros. & Co., Rockford, [Il., of 
which Greenlee Tool Co. is a 
division, was presented the Army- 
Navy “E” Flag on Thursday, 
Sept. 3. Presentation of the flag 
C. Purdy, president of 
the company, was made by Lieut. 
Col. Edward H. Bowman, chief 


to George 


| of Chicago Procurement District. 


Lieut. Commander R. J. Twyman 
spoke for the Navy and pre- 
sented employee representatives 
with “E” pins. Later, all em- 
plbyees were given these pins for 
high achievement in the produc- 
tion of war equipment. 

This ceremony was witnes ed 
by over 3000 people, including 
employees, members of their 
families, and honored guests. 
Among the latter were Brig. Gen. 
John M. Willis, commander of 
Camp Grant, and his staff; repre- 
sentatives of the Chicago Ord- 
nance District and the WPB; 
also city and county officials. 
Rev. John Gordon, pastor of 
Second Congregational Church, 
Rockford, pronounced the ivoca- 
tion, and Circuit Judge William 
R. Dusher acted as master of 
ceremonies. 

In his presentation speech, 
Lieut. Col. Bowman declared: 
“The Army Air Force congratu- 
lates the management, and you, 
the workers for your excellency 
in workmanship on the critical 
machines you are manufacturing, 





for your skillful management, 
your health efficiency, sanitation, 
plant protection, and last, but not 
least, your high labor standards.” 

In presenting pins to repre- 
sentatives of the shop force, 
Lieut. Commander Twyman 
stated that the “Excellent top 
management of this plant is re- 
flected in the excellent personnel 
working for this company. You 
have an excellent peace-time rec- 
ord, and the Navy, glad to par- 
ticipate in this ceremony, is not 
surprised that you have won this 
distinction.” 

Among the products manufac- 
factured by Greenlee Bros. & 
Co. and Greenlee Tool Co. are 
transfer automatic screw and 
woodworking machines for use 
in shipyards and airplane plants. 
and hand tools for electrical con- 
struction, ship building and air- 
plane work. 


NEW MEMBERS FOR 
CONTROLLERS INSTITUTE 


Ralph T. Davis, controller and 
assistant treasurer, Acme Shear 
Co., Bridgeport, Conn., and Syl- 
van S. Sager, controller of the 
Chicago Hardware Foundry Co., 
North Chicago, Tll., have been 
elected to active membersh'p in 
the Controllers Institute of Amer- 
ica. This is a technical and pro 
fessional organization of control- 
lers devoted to improvement of 
controllership procedure. 
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The formation of 14 industrial | 
advisory committees was an- 
nounced recently by T. Spencer 
Shore, chief of the Division of 
Industry Advisory Committees. 
Among these are five which apply 
to the hardware industry. They 
are: 


Plumbing and Heating Com- 
mercial Cooking Equipment In- 
dustry 

W. W. Timmis, chief of the 
Plumbing and Heating Branch, 
is the government’s presiding 
officer. Committee members are: 
I. S. Anoff, president, Albert 
Pick Co., Inc., Chicago, Ill.; Saul 
Blickman, president, S. Blickman, 
Inc., Weehawken, N. J.; Bruce 
Dohrmann, vice-president, Dohr- 
mann Commercial Co., San Fran- 
cisco, Cal.; W. H. Frick, man- 
ager, American Stove Co., Cleve- 
land, Ohio; John Fry, president, 
Detroit, Michigan, Stove Co., 
Detroit, Mich.; Fred H. Groen, 
president, Groen Mfg. Co., Inc., 
Chicago, Ill.; J. T. Heilig, sales 
manager, Cleveland Range Co., 
Cleveland, Ohio; Robert F. Pat- 
rick, president, G. S. Blodgett Co., 
Burlington, Vt.; W. Frank 
Roberts, president, Standard Gas 
Equipment Corp., Baltimore, Md., 
and J. E. Russell, president, Ma- 
jestic Mfg. Co., St. Louis, Mo. 


Liquid Fuel Lamp, Lamp Bur- 
ner and Lantern Industry 

Robert Beatty, Consumers Dur- 
able Goods Branch, is the gov- 
ernment’s presiding officer. Com- 
mittee members are: A. W. Carr, 

E. Dietz Co., New York City; 
S. Coleman, Coleman Lamp & 
Stove Co., Wichita, Kan.; F. 
Embury, Embury Mfg. Co., War- 


saw, N. Y.; Warren D. Platt, | 


Plume & Atwood Co., Waterbury, 
Conn.; V. S. Johnson, Mantle 
Lamp Co. of America, Chicago, 
Ill.; L. Miller, Anchor Hocking 
Glass Co., Lancaster, Ohio; A. W. 
Paull, Jr., Wheeling Stamping 
Co., Wheeling, Va.; J. Slapp, 
Akron Lamp Co., Akron, Ohio; 
W. Smith, Adams and Westlake, 
Elkhart, Ind.; J. Withron, Toledo 
Pressed Steel Co.. Toledo, Ohio. 


Galvcnized Ware Manufac- 
turers Industry 

Anthony Bisgood, Consumers 
Durable Goods Branch, is the 
government’s presiding officer. 
Committee members are: E. P. 
Altemeier, National Enameling & 
Stamping Co., Milwaukee, Wis.; 
L. S. Cleaves, Dover Stamping 
& Mfg. Co., Cambridge, Mass.; 
J. Hauerwaas, Boyle Mfg. Co., 
Los Angeles, Cal.; David Kam- 
enstein, M. Kamenstein, Inc., 
Laurel Hill, Long Island, N. Y.: 
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Five Industry Advisory Committees 
Named by War Production Board | 








J. Wilber Witt, The Witt Cornice 
| Co., Cincinnati, Ohio; A. S. Ken- 


|dall, Cruden-Martin Mfg. Co., 


St. Louis, Mo.; W. H. Nesbitt, 
Wheeling Corrugating Co,, 
W. Va.; William Richardson, M. 
A. Richardson, Inc., Chicago, IIl.; 
George M. Schott, Cincinnati 
Galvanizing Co., Cincinnati, 
Ohio; A. F. Wilson, Jr., Central 
Stamping Co., Buffalo, N. Y. 


Scales and Balances Industry 

N. G. Burleigh, chief of the 
Services Branch, is the govern- 
ment’s presiding officer. Commit- 
tee members are: W. E. Brearley, 
The Brearley Co., Rockford, IIl.; 
George E. Chatillon, John Cha- 
tillon & Sons, New York City; 
G. S. Clayson, William Answorth 
& Sons, Inc., Denver, Colo.; John 
V. Farwell, III, Sanitary Scale 
Co., Chicago, Ill.; J. P. McKib- 


ben, Winslow Gov't Standard 
Scale Works, Terre Haute, Ind.; | 
A. W. Olsen, The Torsion Bal- | 
ance Co., Christian Becker Inc., | 
New York City; Walter A. Fink, | 


Toledo Scale Co., Toledo, Ohio; 


D. S. Hammerman, Detecto | 


Scales Inc., Brooklyn, N. Y.; S. 
L. Hanssen, Hanson Scale Co., 


Chicago, Ill.; Albert N. Lyons, | 


The Howe Scale Co., Rutland, 
Vt.; K. R. Ness, The Exact 
Weight Scale Co., Columbus, 
Ohio; O. H. Watson, Soweigh 
Scale Co., Delavan, III. 


Plumbing end Heating Man- 


ufacturers Industry 


W. W. Timmis, chief of the | 


Plumbing and Heating Branch. 
‘s the government’s presiding 
officer. Committee members are: 
William M. Byrd, Jr., vice-pres- 
ident, Alabama Pipe Co., Chi- 


cago, Ill.; J. H. Collier, presi- | 
| dent, Crane Co., Chicago, IIl.; | 


N. J. Higg‘nbothan, president, 
W. A. Case & Sons Mfg. Co.. 


Buffalo, N. Y.; Herbert V. | 


Kohler, president, Kohler Co.. 


Kohler, Wis.; W. Keith McAfee, | 
president, Universal Sanitary | 


Mfg. Co., New Castle, Pa.; L. R. 


Mendelson, president, Hotstream | 


Heater Co., Cleveland, Ohio; 
Harold P. Mueller, president, L. 


1. Mueller Furnace Co., Milwau- | 


kee, Wis.; Henry M. Reed, pres- 
ident, American Radiator & 
Standard Sanitary Corp., Pitts- 
burgh, Pa.; S. J. Reeves, vice- 
president, Reeves Steel & Mfg. 
Co., Dover, Ohio; E. C. Sammons, 
vice-president, Iron Fireman Mfg. 
Co., Portland, Ore.; Harold W. 
Sweatt, pres'dent, Minneapolis- 
Honeywell Regulator Co., Minne- 
apolis, Minn.; Reuben N. Trane, 
president, The Trane Co., La 
Crosse, Wis. 





NO. 84 DOUBLE FACE 
BLACKSMITH’S SLEDGE 








AL ee 
WARTIME Purchasing 
of Heavy Hand Tools.— 


* STANDARD SIZES - STANDARD TYPES 
: "PRIORITY RATING 
es af 


All manufacturers co-operate with the Govern- 
ment's priority system which aims to distribute 
products and materials where they will best 
serve the war effort. Since war production has 
increased to gigantic proportions so rapidly, 
and since steel in bigger tonnages is being 
used for tanks, boats, shells, etc., priorities of 
higher ratings than ever before are necessary 
in order to obtain materials. 


To hold down inventories and thus make more 
steel available for the war effort, only standard 
sizes and standard types of heavy hand tools 
are manufactured ‘by Warren Tool Corporation. 
These may be shipped promptly only on pri- 
ority ratings which are high enough to permit 
the mills to furnish steel. With these ratings 
rapidly becoming higher, as the direct war pro- 
duction requires more steel, it is necessary for 
you to go after high priority business, to solicit 
standard sizes and shapes, and to designate 
these facts on your orders. In this way (since 


the highest ratings must be shipped first), your 
jobber, Warren Tool Corporation, and the steel 
mill can make shipments to fill your orders 
more promptly. 


WARREN TOOL CORP. 


Sm eS G © eo, | 























Po 
Na eT) 


~ 


























THESE CHISELS 
ARE ALL ALIKE 


UNION chisels, made in a variety of styles 
and sizes, are all well designed, a// made with 
the finest materials, a// produced by expe- 
rienced craftsmen in wood and metals. Rust 
resistant, tough and durable, they al/ hold a 
keen edge. Selected second-growth all-white 
hickory handles are a// perfectly contoured 
and finished for use as well as beauty. Like 
the entire UNION line of tools—which in- 
cludes high grade screw drivers and hack saw 
frames—UNION chisels al/ produce repeat 

ws eam stock. 


orders and do credit to any 


HARDWARE COMPANY 
ow ev iat 


TORRINGTON. CON 


NEW YORK OFFICE IS'I CHAMBERS 








— 








N. 








The Nutmeggers golf trophy is awarded to Frank J. Trie- 
ber, Clark Bros. Bolt Co. and John Stefanik, Neal’s Hardware, 
Southington, Conn., by Fred T. Blish, Jr. Manchester, Conn., 
Mr. Blish having been winner for the two previous years. 
The trophy will be in possession of Mr. Trieber until the next 
annual playoff. Left to right: Mr. Stefanik; Donald W. Mac- 
Isaac, The Patterson-Sargent Co., chairman, entertainment 


committee; Mr. Blish; George W. Graham, The Collins Co., 








president, The Nutmeggers and Mr Trieber. 


| Natmegger Golf Party Held at 


Avon, Conn., Attracts 29 Players 


More than 40 members and 
guests attended the annual golf 
tournament and first fall meeting 
of The Nutmeggers held Wednes- 
day, Sept. 16, at the Avon 
Country Club, Avon, Conn., with 
29 golfers participating in the 
tournament. John _Stefanik, 
Neal’s Hardware, Southington, 
Conn., guest, and Frank J. Trie- 
ber, Clark Bros. Bolt Co., Mill- 
dale, Conn., a Nutmegger, tied 
for low gross, Mr. Trieber also 
having low net card. 





That evening, those who re- 
mained for the banquet, enjoyed 
thick juicy steaks. The floor 
show featured a magician, who 
performed many unusual tricks 
and two dancers. Except for a 
short business meeting which 
concluded the evening program 
the entire gathering was one 
given over to relaxation since 
the outing may be the last the 
organization will hold for the 
duration. 


Share-the-Ride Plan for Salesmen 


Officials and sales managers of 
Louisville manufacturing, job- 
bing and business concerns real- 
izing increased difficulties of 
keeping their salesmen traveling 
due to tires, oil and gasoline 
rationing, replacement of cars, 
etc., are working out a program 
whereby salesmen will have an 
opportunity of carrying on their 
usual business through a large- 
scale ride-swapping program. 
This will be done through a war- 
time travel exchange that is 
being set up by the sales man- 
agers council of the Louisville 


Board of Trade. 


The Share-the-Ride clearing 
house was announced yesterday 
by Walter E. Hughes, secretary- 
treasurer of the council, who 
stated that the movement was 


launched by Thomas _ Floyd 





Launched by Louisville Concerns 


Smith, president Louisville Paper 
Co., large jobbers, who in the 
past has served several terms as 
president of the Board of Trade. 

Sales managers will register 
their salesmen, their territories 
and schedules of trips, and auto- 
mobiles will be “pooled” for the 
duration. In Miami, Fla., Mr. 
Hughes pointed out, a salesmen’s 
“cavalcade” was organized last 
month and toured the state, sell- 
ing $250,000 in merchandise on 
the tour. 


A wartime travel exchange 
committee has been set up com- 
posed of the following: P. W. 
Moore, sales director, Stratton & 
Terstegge Co., chairman; L. S. 
Corbin, Standard Oil Co.; Wil- 
liam G. Duncan, vice-president 
and general sales manager,. 


Peaslee Gaulbert Co.; W. E. 
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Ehlig, vice-president, Louisville 
Tin & Stove Co.; T. L. Gardner, 
sales manager, Carter Dry Goods 
Co., and C. D. Letterst, treasurer, 
Myer-Bridges Co. 

This committee will cooperate 
with Louisville’s sales executives 
in an effort to keep the city’s 
salesmen in the field. 

The decisions on all ride-shar- 
ing arrangements will be worked 
out by sales managers and sales- 
men directly concerned, Mr. 
Hughes explained. Salesmen with 
competing lines may or may not 
travel together, at their discre- 
tion. Division of expenses among 
the participating salesmen on a 
mileage basis, or other terms 








mutually agreed upon, is con- 
templated. 

Most insurance companies, Mr. 
Hughes said, have waived former 
limitations of liability for acci- 
dents involving passengers, being 
carried for any consideration, but | 
he advised all salesmen and com- 
pany car-owners to check this | 
with their underwriters. While 
the council is, in the main, con- | 
cerned with the city’s primary 
trade territory, including Ken- 
tucky, Southern Indiana, and | 
Tennessee, it is not intended to 
limit operations to this area be- 
cause some salesmen cover terri- 
tories ranging farther south and 
into the middle western sections 
of the country. 





OBITUARIES 





ROBERT H. URE 


Robert H. Ure, formerly a di- 
rector of the Whiting-Adams Co., 
oston, Mass., died recently from 
a cerebral hemorrhage. Until his 





ROBERT H. URE 


retirement a few years ago, Mr. 
Ure was assistant manager of 
sales for the company. He had 
devoted more than 53 years to 
the brush business and was a 
member of the HARDWARE AGE 
Fifty Year Club. 

A native of Canada, Mr. Ure 
entered the brush business in 
this country in 1884 as an em- 
ployee of Sidney Shepard & Co., 
Chicago, Ill., and three years 
later joined the Consolidated 
Brush Co., Chicago. From 1892 
to 1908 he was affiliated with 
J. J. Adams & Co., Brooklyn, 
N. Y., one of the predecessors of 
the Whiting-Adams Co. He was 
with the Whiting-Adams Co. 
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from 1908 until his retirement. | 
Mr. Ure is survived by his 
widow. 


S. PHILLIPS LANDRETH 


S. Phillips Landreth, 70, vice- 
president and treasurer of the | 
D. Landreth Seed Co., Bristol, | 
Pa., died at his home recently. 
Mr. Landreth had spent 50 of 
his 70 years in various capaci- 
ties of his family business which 
dates back to 1784. | 

After his education at Ritten- | 
house Academy in Philadelphia, 
and Lawrenceville Academy in 
New Jersey, he started his ap- 
prenticeship in the seed company 
which carried him at one time 
or another into every phase of 
the seed business. Previous to 
the offices he held at his death, 
he was secretary of the firm for 
many years. He was well known 
in the trade, having been sales 
manager and advertising man- 
ager in his younger days. 
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Mr. Landreth was awarded a 
diamond membership pin last 
Jaunary by the canning industry 
in recognition of his long associa- 
tion and contacts with that in- 
dustry extending back 50 years. 
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WAR-TIME ORDERS | ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 
F. A WHITNEY CARRIAGE CO. 
onset | CET aera Box 100, LEOMINSTER, MASSACHUSETTS 
NEW YORK ox ’ ’ 
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ODT TAKES CONTROL OF TRUCKS 
TO SAVE TIRES AND EQUIPMENT 


All vehicles effected will be required to 
carry Certificates of War Necessity show- 


ing maximum mileage they may be operated 


cr the minimum loads that may be carried. 


(Washington Bureau 
of HARDWARE AGE) 

Defense Transportation Direc 
tor Eastman on September 9 took 
control over the use of virtually 
all trucks, buses, taxicabs, and 
similar commercial vehicles in a 
drastic move to attain further 
conservation of such equipment 
for war purposes. 

In a general order supplement- 
ing conservation regulations al- 
ready in effect for such facilities, 
Mr. Eastman established a new 
program under which every ve- 
hicle affected by the order will be 
required to carry a Certificate of 
War Necessity. The order (Gen 
eral Order ODT No. 21) becomes 
effective November 15. 

The Certificates of War Neces- 
sty will 
mileage that may be operated or 
the minimum loads that may be 


govern the maximum 


carried, or both, by all vehicles | 


to which they are issued. No 
operator subject to the order will 
be able to obtain gasoline, tires, 
or parts without a cert'ficate. 
The order applies to all types 
of trucks and other rubber-tired 
vehicles propelled or drawn by 


| rubber substitutes and other crit 
| ical materials used in the man- 
ufacture, maintenance, and opera- 
tion of all vehicles covered by 
the order. 

In addition to private passen 
ger cars, vehicles exempt from 
the order are: 

1. Commercial vehicles oper- 
ated by or under the direction of 
the military or naval forces of 
the United States or State 
militias. 

2. Commercial motor vehicles 
operated by dealers exclusively 
for the purpose of selling such 
vehicles. 

3. Motor vehicles having a 
capacity of not more than seven 
persons which are used in group 
riding to haul persons to and 
from work, if such vehicles are 
not used in any other service for 
compensation. 

The order authorizes any en- 


political subdivision to report to 
the ODT any instance in which 
|}a vehicle is operated without a 
| valid Certificate of War Necessity 
or in violation of any ODT order. 

Applications for Certificates 0’ 





mechanical power and built or | War Necessity must be made on 


rebuilt primarily for the 
poses of transporting property, 
except motorcycles, and all motor 


pur- | forms to be supplied the opera- 


tors by the ODT. They must b 
submitted to the ODT field offices 


vehicles used in the transporta- | nearest the respective home offices 


tion of passengers, or which are 
available for public rental, in- 
cluding ambulances and hearses, 
but not including private passen- 
ger cars. 

The Certificate of War Neces- 
sity will be drawn with the ob- 
jective of assuring that: 

1. Operations be confined to 
those which are necessary to the 
war effort or to the essential 
domestic economy. 

2. Operations be so conducted 
as to attain maximum utilization 
of the equipment involved. 

3. The operators conserve and 
providently utilize rubber or 
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or princ'pal places of business of 


the applicants, unless otherwise 
directed. 

The certificates will not be 
transferable. Each certificate 
will specify: 

1. The name and address of the 
person to whom it is issued. 

2. The vehicle or vehicles 
covered. 

3. The purposes for which and 
the conditions under which the 
vehicle or vehicles may be oper- 
ated. 

4. Such other terms or condi- 
tions as the ODT may from time 
to time direct. 


forcement officer of any State or | 





A certificate issued for a 
single motor vehicle must be 
carried on the vehicle at all 
times. When a certificate is 
issued for a fleet of vehicles 
(three or more vehicles owned or 
operated by one person), a fleet 
unit certificate must be carried 
on each vehicle. 

Except as authorized by ration- 
ing regulat‘ons of the Office of 
Price Administration or other 
rationing or allocating agency, no 
person on and after November 15 
may furnish gasoline, parts, tires, 
or tubes to any operator affected 
by the order unless the operator 
or driver presents a certificate or 
signs a receipt, showing the 
number of the certificate covering 
the purchase. 
| Under an arrangement _be- 

tween ODT and OPA, coupons or 
| other instruments authorizing the 
| purchase of fuel, tires, and tubes 





will be issued only to operators 
presenting certificates. Further- 
more, gasoline and accessories 
will be rationed by OPA ration- 


ing boards in accordance with the 


|} terms of the certificates. 





The order further provides that 
the tires of every vehicle affected 
by the order must be checked 
at an inspection agency desig- 
nated by the OPA every 5,000 
miles or at the end of each 60- 
day period, whichever occurs first. 

The order prohibits the con- 
tinued use of any vehicle thus 
inspected unless the inspection 
agency designated by the OPA 
has certified that all reasonable 
adjustments, repairs or replace- 
ments “necessary to conserve and 
providently utilize” the vehicle’s 
tires have been made, or unless 
the operator is unable, under ra- 
tioning regulations, to make such 
repairs. 

The ODT retains the right to 
amend, modify, recall, suspend, 
cancel, or revoke any certificate 
in whole or in part for good 
cause. 


* 
The order further provides that 


the ODT may cause any vehicle 
for which a certificate has been 
issued “to be operated in such 
manner, for such purpose, and 
between such points as the Office 
of Defense Transportation shall 
from time to time direct” regard- 
less of “any contract, lease, or 
other commitment, expressed or 
implied, with respect to the oper- 
ation of such commercial motor 
vehicle.” 

Authority also is provided to 
cause any vehicle affected by the 
order to be leased or rented, ex- 
cept “by a person engaged in 
transporting property in a com- 
mercial motor vehicle for com- 
pensation to a _ person. not 
engaged in such transportation.” 


Standards for Blackout 


Flashlights Set by Army 


All flashlights conforming to 
official regulations for use in 
blackouts must be equipped with 
approved orange-red filters, ac- 
cording to a_ specification on 
standards of blackout lighting for 
flashlights, lanterns, flares, and 
similar portable lighting devices 
prepared by the Engineer Board 
at Fort Belvoir, Va., the War 
Department announced Septem- 
ber 11. Exempted from the spec- 
ifications were railway inspec- 





tors’ lanterns or special lighting 
apparatus employed in railway 
operations. 

Approved portable lights and 
luminescent materials will be 
identified by a marking or label 
such as the following: “Blackout 
(insert item of equipment)— 
War Department Standard.” Per- 
sons who purchase equipment 
bearing this label will know that 
it conforms to War Department 
specifications. 
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WPB ORDERS HAND TOOL 
SIMPLIFICATION | 


Saws, axes, hatchets, and light hammers 
included. Fewer types to be manufactured. 
Stop production order effective Nov. 18. 


(Washington Bureau 


 Waaeees nant After 45 days from the date of 


oir os i issuance of the schedules, pro- 
Simplification schedules cover- | ducers may not put ferrous metal | 
ing saws, axes, hatchets, adzes 
and light hammers were issued 
on Sept. 18 by the WPB Director 
General for Operations. These 
simplification requirements, de- 
signed to concentrate production 
on fewer lines and thus release 
materials and productive facil- | 12 to 5; adzes from 11 to 9, and 
ities for the war efforts, are con- | hammers, from 180 to 113. 
tained in Schedule II and III to At the end of the 60-day 


into process for tools not con- 
forming to the specifications of 
the schedules. 

Varieties of axes will be re- 
duced from 382 to 147; hatchets, 
from 62 to 38; broad axes, from 


the hand tools simplification period, producers are required to | 
order, L-157. The first schedule, | compile complete inventory rec- | 
issued concurrently with the cov- | ords. to be kept available for ex- | 
ering order on July 20 required amination by the WPR The | 


simplification of hand _ shovels, 
spades, scoops and_ telegraph 
spoons. 

Schedule II proide- that 
forged axes, hatchets, broad axes, 
forged adzes or forged light 
hammers not conforming to the | sing of steel for saws is to end 
size, weight and other provisions | Oct. 18. Saws affected by the 
of the schedule may not be pro- | order are manually operated wood 
duced after 60 days from Sept. | and special-purpose saws of 10 
18. listed types. 


Simplification schedule on saws 
(No. II) will cut from 800 to 
210 the varieties which may be 
produced. Specifications become 
| effective in 90 days, while proc- 





Authority for Permitted 


Sales Manila Cordage Revised 


(Washington Bureau frozen stocks of manila fiber. An 
of HARDWARE AGE) ‘ és 
’ exception to the original order 

WPB has announced that providing for unrestricted sale of 
manila cordage may now be pur- | manila cordage not suited to the 
chased for permitted uses with- 
out specific authorization of the 
Director General for Operations. | fyryre, permission for sale of this 
In an amendment to Order M-36, | material must be secured through 
covering processing and sale of | appeal to the Director General 
manila cordage, the WPB with- | ¢,, Operations. 
drew the previous requirements 
that all deliveries be specifically 
authorized and substituted the 
provision that there be attached | 
to every purchase order a cer- | SECURE NEW TIRES 
tificate naming the war agency| Possession of an ODT Certifi- 
for which the material is request- | cate of War Necessity will be 
ed and also giving the contract | made an additional requirement 
number. to be met by operators of com- 

Control over distribution of the | mercial vehicles generally in 
material will continue to be ex- | qualifying for tires under the 
ercised, since deliveries may be | rationing program, the OPA 
made only to the war agencies | announced September 10. 
listed in the order. The amend- Possess‘on of the certificate 
ment also provides that the | alone will not necessarily make 
Metals Reserve Co. may purchase | the vehicle eligible. 


needs of the armed forces is re- 
voked by the amendment. In the 


ODT CERTIFICATES OF 
NECESSITY NEEDED TO 
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and labor saving equipment such as the farm 
water supply system. The demand for elec- 


trically operated pumping equipment can 
understandably reach tremendous proportions 
by the time industry returns to peace time 
production. 

We urge Myers dealers to maintain contact 
with farm customers and prospects by making 
full use of Myers promotional mediums, so that 
they may cash in with Myers pumps and water 
systems when restrictions on the manufacture 
of peace time products are lifted. 
































SALES-SERVICE IDENTIFICATION 
Now that old pumping equipment must 
be kept running for the duration it is 
important that you keep your “shingle” 
prominently displayed. 


ENVELOPE STUFFERS 

New folders stressing the value of 
running water in saving time and labor 
and as an aid to increasing farm pro- 
ductivity are available for hand out or 
enclosure. 


DISPLAY CARDS AND POSTERS 
Demonstrators for floor, window and 
other display purposes are out of pro- 
duction for the duration. Display cards 
and other similar material offer an ex- 
cellent substitute. 


NEWSPAPER ADS 

Take space in your local newspaper 
occasionally. Mats and electros of ads 
for promoting service and repair work 
are available in several sizes. 


BLOTTERS 

Myers blotters do an excellent adver- 
tising job when placed in _ schools, 
banks, public buildings and other 
places. 





If you'll write we'll be glad to send samples 
of available material, and help you plan 
your war time promotional activities. 





“ik 7, O 10, 


PUMPS . WATER SYSTEMS - SPRAYERS - HAY TOOLS . DOOR HANGERS 
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WPB PLANS REGULATION OF 
WHOLESALE AND RETAIL STOCKS 


Retailers with annual volume of less than $100,000 or 
whose inventory is under $25,000 will be exempted from 


the plan. 


(Washington Bureau 
of HARDWARE AGE) 


WPB has approved a plan to 
regulate inventories of finished 
civilian goods in the hands of 
wholesalers and retailers it was 
announced September 6. The 
program will contribute towards 
an equitable distribution of in- 
ventories throughout the country 
and can be accomplished through 
sound merchandising operations 
without unnecessary hardship or 
difficulties. 

Two steps will soon be taken 
to effect this plan. They are: 

1. Issuance of an order re- 
quiring quarterly inventory and 
sales reports, accompanied by a 
statement of what WPB considers 
to be a “normal” inventory. In- 
ventory would be calculated on 
a basis of the company’s total 
stock rather than by stores, de- 
partments, or lines of merchan- 


be that bearing the same rela- 
tionship to the rate of sales as 
prevailed in the corresponding 
quarter of 1939, 1940, and 1941, 
averaged. 

2. Development of an order for 
possible use if an analysis of the 
reports discloses a need for such 
formal control and enforcement 
in order to maintain “normal” 
inventories, along the lines rec- 
ommended by the special com- 
mittee. 

The committee recommended 
that any such order, if issued, 
should become effective about the 
first of the year unless the in 
formation revealed by the quar- 
terly inventory and sales reports 
indicates that sufficient progress 
has been made voluntarily by 
distributors themselves toward 
the Government’s objectives. 

The committee recommended 
two general exceptions from the 
plan: 

1. Any merchant or manufac- 
turer regardless of type of busi- 
ness whose total sales fer the 12- 
month period ending September 
30. 1942 (or the end of any sub- 
sequent month), were less than 
$100,000.00 or whose inventory 
on the same date was less than 
$25.000.00 at cost value. 

2. Regardless of size of vol- 
ume: Merchants primarily en- 
gaged in the food business, eat- 


° . ° | 
ing and drinking places, second- | 
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hand stores, florist shops, antique 
shops, service establishments, 
steel or other raw metal ware- 
houses, dealers in motor vehicles 
or replacement parts, hay, grain, 
and feed stores, farm implement 


WPB Restricts 
Fertilizer to 


Nationwide conservation of 
chemical fertilizers, to save nitro- 
gen for vital war manufacture, 
was ordered Sept. 14 by the 
WPB. Purpose of the order is 
to save chemical nitrogen which 
is necessary for basic food pro- 
duction and also is a necessary 
ingredient of explosives, particu- 
larly smokeless powder. With 
increased domestic production 


dise. “Normal” inventory would | and expected imports from Chile, 


not more than 80 per cent of ex- 
pected agricultural requirements 
will be available. This is con- 
tingent, however, on regular re- 
ceipts of nitrate from Chile. 

Order M-231 makes these pro- 
hibitions: 

1. Fertilizer containing chemi- 
cal nitrogen cannot be used 
on grains sown in the fall of 
1942 to be harvested as grain. If 
the grain is used as pasture or 
cover crop, the restriction does 
not apply. 

2. Chemical nitrogen fertilizers 
cannot be used on golf courses, 
cemeteries, lawns, roadsides, and 
non-commercial planting of trees, 
shrubs, and flowers. Commercial 
nurserymen and florists may use 
chemical fertilizers for propa- 
gation of trees, shrubs and flow- 
ers, and for flowers for com- 
mercial cut flower sale, on their 
own establishments, but not on 
the premises of their customers, 
private or public. 

3. Delivery and use on crops 
of any mixed chemical fertilizer 
within a state not on the list of 
approved grades for that state as 
listed in schedule A of the order 
is prohibited. 








Order making plan effective expected soon. 


dealers, and merchants handling 
fuel oil, coal and other kinds of 
fuel; manufacturers of food prod- 
ucts, agricultural implements, 
motor vehicles, or replacement 
parts, and refiners or processors 


of products made of petroleum. 
At the same time WPB an- 


nounced approval of another 
phase of the committee’s report 
calling for quarterly inventory 
and sales reports by manufac- 
turers of finished civilian goods, 
and for an immediate inquiry 
into and testing of the applica- 
bility of some form of limitation 
to manufacturers’ inventories. 

The special committee, which 
was set up Joseph L. Weiner, 
Deputy Director of the Office of 
Civilian Supply, consulted more 
than 200 merchants and manu- 
facturers throughout the couniry, 
and studied letters on the sub- 
ject from hundreds more. 








Use of 
Save Nitrogen 


4. Delivery of any fertilizer con- 
taining chemical nitrogen prior to 
November 15, 1942, except for 
use during 1942 is prohibited. 

5. Delivery of any chemical 
fertilizer in bags of less than 
100 lbs. is stopped, but provision 
is made to allow delivery of bags 
of not less than 80 lbs. in a man- 
ufacturer’s stock. 

6. Delivery of any superphos- 
phate which carries less than 18 
per cent available phosphoric 
acid is prohibited. 

The sole restrictions contained 
in the order on the manufacturer, 
sale or use of fertilizers contain- 
ing organic nitrogen (such as 
live stock manures) only are that 
they must contain specified min- 
imums. 

Permitted uses and sales of 
chemical nitrogen fertilizers are: 

1. Sales of packages of 80 lbs. 
or more by dealers and agents 
provided they are not sold for 
any of the uses prohibited by the 
order. 

2. Unrestricted sale and use of 
packages of less than 80 lbs. now 
in the hands of dealers, agents, 
and consumers. 

3. Educational and _ public. 
owned agricultural institutions 
for experimental purposes. 

4. Sale of any chemical fer- 
tilizer in pressed tablet form or 
fertilizer prepared for hydro- 
ponics now in the hands of man- 
ufacturers, dealers or agents. 

Principal impact of the order 
on agriculture is tke restriction 
on grades that may be delivered 
within each of the 33 principal 
fertilizer-consuming states. Cer- 





tain grades are deliverable in all 
states. No restriction is placed 
upon the amount that may be 
delivered to an individual con- 
sumer of an approved grade. 

The grades approved for each 
state represent the minimum 
formulas, which in the opinion of 
agricultural authorities of that 
state, will supply basic plant food 
requirements. Thus one state 
may need only four approved 
grades while its neighbor may 
require 33. Wide differences in 
soil are largely responsible for 
this situation. 





FARM EQUIPMENT TO 
BE RATIONED SOON 


The Department of Agriculture 
has been delegated authority to 
ration the “use, sale, and transfer 
or other disposition of farm ma- 
chinery and equipment by any 
person,” with the exception of 
the Army, Navy, Government 
Agencies or exporters. 

In delegating this authority, 
the WPB defined the term “farm 
machinery and equipment” to 
mean “agricultural machinery, 
mechanical equipment and imple- 
ments used for the production or 
care of crops, livestock, _live- 
stock products, or other produce 
on a farm (or elsewhere in the 
case of poultry), including all 
attachments used in conjunction 
with farm machinery and equip- 
ment, irrigation and drainage 
equipment (excluding t ile), 
horseshoes, horseshoe nails and 
harness hardware; but excluding 
repair parts. 

All of the following are also 
excluded: automobiles, trucks, 
tracklaying type tractors, equip- 
ment ordered by the U. S. De- 
partment of Agriculture or other 
U. S. Government Agencies, 
buildings and repairs thereto, 
fencing, poultry nettings and 
wire, wire fencing, bale ties or 
straps, oil well casing and water 
pipe, nails (other than _horse- 
shoe nails) and sundry hardware. 

No rationing plan has been 
established as yet. 
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OPA Permits Pricing Frozen 


Stocks FOB Present Location 


| material, is determined by using 


Idle or frozen materials sold 
under Priorities Regulation No. 
13 of WPB may be disposed of 
at prices computed f.o.b. present 


location the OPA ruled Sep- 
tember 16. 
As originally issued, Maxi- 


mum Price Regulation No. 204 | 


covering such sales provided that 
a seller's maximum price for 
such materials when sold in the 


form originally received by the | 


seller was that established by 
any dollars-and-cents maximum 
price regulation applicable to the 
sale. Where no such regulation 
was applicable, the seller could 
charge the delivered price which 
his supplier could have charged. 

This procedure is now changed. 
Amendment No. 1 to Regulation 
No. 204, now provides that idle 
and frozen materials which are in 
the form originally purchased 
may be sold as follows: 


1. If sold to a producer of the | 


same or a similar material, the 
maximum price is any price that 
the seller and buyer agree to. 

2. If sold to any other author- 


ized buyer, the maximum price, | tation charges from seller’s to _| 


f.o.b. the present location of the 


the delivered cost, including all 
transportation 
seller would be permitted to in- 


cur for the material under the 


presently applicable maximum 
| price regulation. 


If the quantity being disposed 


purchased, the seller must com- 
pute his maximum prices on 
the basis of the quantity which 
was purchased and not the quan- 
| tity being sold. If the seller can- 
jnot identify the quantity orig- 
inally purchased, the quantity 
ast purchased shall be considered 
jas the quantity originally pur- 
chased. 

Where the original supplier 
has no maximum price, the 
| holder may use his actual de- 
livered cost as his maximum 
price f.o.b. present location of 
the material. 

The new pricing procedure is 
designed to speed voluntary liq- 
uidation of idle and frozen ma- 
terials by permitting the seller 
| to pass on to buyer the transpor- 








buyer’s location. 








Portable Electric Fans 
| in Mfg’s. Hands Frozen 


(Washington Bureau 
of HARDWARE AGE) 
Portable electric fans in the 
hands of manufacturers were put 
under complete allocation by an 
order announced Sept. 7 by 
WPB. Stocks held by retail 
distributors and dealers are not 
affected by the action and may 
be sold without restriction to con- 
sumers. 
The order (L-176) prohibits 
transfer of fans either already 


produced or in process of pro- | 


duction without the specific au- 
thorization of WPB. Production 
of fans is limited to the fol- 
lowing: 

1. So-called “victory” model 
fans ordered by the Procurement 
Division of the Treasury Depart- 


ment prior to Aug. 1. These fans | 


—of which about five thousand 
remain to be completed—are 
manufactured under an_ emer- 
gency specification set up by the 
Federal Government. This provi- 
sion of the order supersedes pro- 
duction restrictions imposed by 
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| the Copper Conservation Order 
M-9-c. 

2. Fans ordered for shipboard 
| use on United States and Allied 
| maritime and naval vessels. These 
|must conform to specifications 
|set up by the Navy and Mari- 
| time Commission. They cannot be 
| delivered, however, without WPB 
authorization. 

| 3. Fans produced as a result 
| of appeals taken under provisions 
| of M-9-c prior to Sept. 5. Per- 
| mission must also be secured for 
| delivery of these. 

| Portable electric fans frozen in 
| manufacturers’ stocks will be al- 
|located only for war and essen- 
| tial civilian purposes. Authori- 
| zation for permission to release 
such fans must be secured 
| through application to the Di- 
| rector General for Operations on 
Form PD-556. 

Portable electric fans are of 
| the common household type and 
| do not include industrial fans or 
| blowers. 


charges that the 


of is smaller than that originally 








CHAMPION 


at the Front 








CHAMPION products are going to the 
front every day to serve our fighting 
forces. 

CHAMPION products are helping on 
the home front—in defense-housing proj- 


ects and in homes throughout the nation. 


As always, these products are sturdy, 


reliable and well designed. 


We are proud of the American spirit of 
service shown by every worker in the 
Champion factory — the kind of spirit 
that will win the war. 


Bonds 


Champion 


Sound Investment—War 


For 
For Dependable Hardware 
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The FORSTNER 


* by sixteenths. For machine use, 
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The Original 
SPUN 
WICK 


The wick that proved itself by 
outperforming all other wicks in 
American homes during the past 
five years. 











4 
y 
J 













v7 
rahe! rae 


‘FLAMEMASTER 


Asbestos. wick 


Oustanding item in the stocks of 
the country’s leading jobbers. 

Due to ever-increasing military 
needs we cannot guarantee how 
long Flamemaster will be avail- 
able, but we will continue to fill Mfq. under U.S. Pat. Nos. 
your needs as fully as conditions 2,197,866 2,184,899. 

permit. 


Ask about special display deal! 





Write today for 
Particulars! 
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AUGER BIT 


A remarkably versatile boring 
tool that will sell for you at 
a substantial PROFIT— 


The sample of work shown below, 
done entirely with Forstner Auger Bits, illus - 
trates the many types of cuts that can be 
made with this handy, all-purpose boring 
tool. Note that this bit bores at angles, cuts 
any arc of a circle and leaves a perfectly 
smooth - wailed, flat- bottomed hole. The 
entire cutting surface is at work all the time 
and there is no center spur (circular rim 
guides the bit). Works well, does 
not clog in hard, knotty or irregu- 
lar grained woods. 

Available with hand brace or 
machine shanks in the following 


we 


sizes: For hand use, 4“ to 114” 


“we a2 
4 


to 1%“ by sixteenths; 15% 
to 3” by eighths. 
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Sale of Unapproved Blackout 
Lighting Fixtures Banned 


(Washington Bureau 
of HARDWARE AGE) 


Manufacture or sale of black- 
out and dimout lighting fixtures 
which do not conform to speci- 
fications of the War Department, 
Navy Department, and the Mari- 
time Commission is proh‘bited 
by a new WPB order, L-168, 
effective September 18. The order 
lays down conditions under 
which approved fixtures — flash- 
lights, lanterns, street and high- 
way lights, traffic signals, and 
other equipment intended for 
use in blackouts and dimouts 
may be sold. 

Sales are prohibited, effective 
in 10 days, except: 

1. For Army approved fixtures 
containing critical materials on 
A-1-k or higher rated orders, or 
on A-4 orders if no critical ma- 
terials are involved. 

2. Approved accessories for 
flashlights or approved lanterns 
may be sold to the consumer 
without ratings if WPB has ap- 
proved the sale by the manufac- 
turer, and approved the area in 
which the fixtures have been dis- 
tributed. 





3. For testing conformity with 
out specifications. 

4. By a proper military official 
in an emergency. 

5. In fulfillment of Navy o1 
Maritime Commission contracts 
for use on ships operated by or 
under the direction of these 
agencies. 

6. If otherwise authorized by 
WPB. 

Manufacturers are required to 
file detailed reports with WPB 
within 30 days, and on the 15th 
day of each succeeding month, 
containing sketches or drawings 
of their plans and data on their 
inventories and sales of such 
equipment. 

Use of metals in the manufac 
ture of approved fixtures is pro- 
hibited except within the limi 
tations of the steel and copper 
conservation orders (M-126 and 
M-9-c) for the minimum amounts 
of iron and steel required by the 
specifications, and the minimum 
quantities of brass and copper 
required to provide adequate 
electrical contact and conductiv- 


ity. 








New PD-200 Construction Project 
Application for Priority Assistance 


A revised project application 
form PD-200, which is to be used 
for obtaining priority assistance 
and authority to begin construc- 
tion for most construction items 
and equipment, is now available 
for use, WPB announced Sep- 
tember 14. 

This form must now be used 
as an applicat‘on for: 

1. Authority to begin construc- 
tion pursuant to the provisions 
of the Stop-Construction Order 
L-41. 

2. Priority assistance for any 
project involving new construc- 
tion, reconstruction, remodeling 
or convers‘on. 

3. Priority assistance for equip- 
ment when construction is in- 
volved. PD-1A applications for- 
merly submitted for such equip- 
ment will no longer be accepted. 
When no construction is in- 


volved, however, PD-1A’s_ will 





continue to be accepted for 
equipment. 

This revised PD-200 form does 
not replace PD-105, used for pri- 
vately financed war housing, or 
PD-406, used for remodeling 
houses in critical defense areas. 
Neither does it replace form 
PD-3A, used for projects owned 
by the armed services and iden- 
tified as “command” construc- 
tion. 

PD-200 applications are avail- 
able at all WPB, FHA, Army, 
Navy, and Maritime Commission 
field offices, and at County War 
Boards of the Department of 
Agriculture. Many financial in- 
st'tutions also have these forms. 
Instructions as to filing the exe- 
cuted PD-200 forms may be ob- 
tained at all field offices of WPB. 
The number of copies of the 
form to be filled in has been re- 
duced to four. 
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Varieties of Light Bulbs 
Reduced More Than Half 


Less than half of the various that types of bulbs now made be 
iypes of electric light bulbs and, reduced from 3,500 to 1,700. 


lamps currently produced will be TI Wy 4 
: lere WI ye no curtailment 
manufactured after November 1 


: om as in the total producti electric 
under terms of a simplification otal production of electric 


order announced September 18 bulbs as a result of the action. 


by WPB. It is expected that adequate sup- 

Moving to conserve materials plies of the permitted types will 
and produetion capacity in the be produced to compensate for 
incandescent and fluorescent those which will no longer be 


amp industry, the WPB ordered made. 
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When You Work For AMERICAN 
Youre Working For America 


x &* 


Each Employee of this Company makes an average of 9720 screws 
per day—which are used to assemble Airplanes, Guns, Tanks and Ships. 


Our Army and Navy ore ON THE JOB EVERY DAY and they need 
| these Planes and Guns and Tanks and Ships to WIN THE WAR. 


a 
Today There Are DG Employees Absent 


From the American Screw Company 
x* %* * 2 


- 


America Loses 952.560 















* 6 * 


of these ABSENT EMPLOYEES 





are from This Department 




















AMERICAN ‘SCREW CO. FIGHTS ABSENCES: Pointing out 
to its workers the effect on vital war production of a single 
day’s absence by one employee, the American Screw Co., 
Providence, R. 1, has posted these large placards in its plants. 
Printed in red, white and blue, the placard has three slots in 
which the total number of employees absent, the amount of 





production lost and the number absent from each department | 
is inserted each day. The first two numbers are keyed, with | 


total production figures being available for any number of 


absentees. In advance of its adoption by the American Screw | 
Co., the plan had received considerable favorable comment | 
from executives in other war plants, Harry Mayoh, sales pro- | 


motion manager, said, and the company is anxious to assist 
in installation of the idea generally. Mr. Mayoh, who origin- 
ated the idea of the placard and developed it to fit the produc- 
tion problems of his company, also commented that the Amer- 
ican Screw Co. would like to offer this plan as its contribu- 
tion to the war effort. 
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% Repair and maintenance must be 
on—on the farm and at home as well as in the 
Your customers doing their own repair 
work are taking a load off industry—they are 
doing their part. 


shops. 


COIUMBIAN VISES 


ML VOVABLE MARDEN 
STUER sam FACES 


CRD MOLLE 
‘STULL SCREW AND 
mann 


The necessity for doing their own repair work 
and maintenance is obvious to your customers. 
Show them the Columbian Vise, a basic tool for 
all home repair work. 
wholesaler today. 


carried 


See your Columbian 









THE COLUMBIAN VISE & MFG. CO. 


9017 





BESSEMER AVENUE, 





“THE SUN IS SETTINGION OUR 
OLD WAY OF DOING BUSINESS 





Today, supplies are running low, in 
some cases exhausfed, on many items. 
Industry has manfully tackled the situ- 
ation and is now supplying the trade 
with new items, mostly manufactured 
of non-critical materials. These new 
articles are revamping merchandising. 
You, too, to stay in business and keep 
up your volume will have to sell a 
different type of merchandise. 

This new merchandise requires an ad- 
justment of your display fixtures. You 
will need Heller display tables here or 
there in your store and probably some 
Heller flexible wall equipment which is 
adaptable to regular merchandise or 
for new departments. 

Heller can furnish you promptly with 
fixtures for an entire store or sections 
of fixtures and some tables that may 
be added to later to complete the entire 
store. 

Ask for suggestions about better dis- 
play. Write today for catalog No. 
1040. Address 


W. C. HELLER & COMPANY 


1042 Bryant St. 330 Hudson St. 
Montpelier, Ohio New York City 


CLEVELAND, OHIO 




















New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


Glass Percolator 
“Range-tec”—percolator which holds 

six cupfuls. Model No. 103/42 is a new 

item in the Range-tec Top-of-Stove ware. 





Has enameled basket to take the place 
of the aluminum basket used in pre- 
vious models. Also glass handle to re- 
place the plastic handle of earlier 
models. This line of ware includes 
saucepans, double boilers, coffee makers, 
teakettle and teapot. McKee Glass Co., 
Jeannette, Pa. 


Devoe Pamphlet For 
Concealment Coatings 


Anticipating that many structures in 
the eastern seaboard may have to be 
camouflaged to meet military require- 
ments, Devoe & Raynolds Co., Inc., 787 
First Ave., New York City, has pre- 
pared a pamphlet entitled “Concealment 
Coatings.” The brochure points out that 
the art of camouflage is an involved 
and constantly changing technique and 
refers to official sources for detailed di- 
rections. The Devoe concealment coat- 
ings which, the company states, will 
meet or exceed Army specifications, and 
which match the nine official colors 
established by the U. S. Corps of Army 
Engineers, Specifications T-1213, in- 
clude: light green, dark green, sand, 


98 


field drab, earth brown, earth yellow, 
loam, earth red, olive drab. Other sec- 
tions of the pamphlet are devoted to 
shatterproof coating, fire retarding paint 
and luminous paint for blackout uses. 


Luminous Tape 
for Blackouts 


“Nite-Glo’—a luminous fabric that 
will glow in the dark. When exposed to 
light for a few moments, it is said to 
glow for a period of 10 to 12 haurs. 
Can be cut in any shape or design de- 
sired. Has many uses—arm bands for 
Air Raid Wardens, marking point, light 
switches, fire buckets, etc. Available in 
rolls 4 in. and 1% in. wide, with a 
suggested retail selling price of 25 and 





50 cents. Colored display cards holding 
six 50-cent rolls and 12 25-cent rolls 
available to dealers at a 40 per cent 
discount. Nite-Glo Luminous Paint Co., 


719 Eighth Ave., New York City. 


Outdoor Stove 


“Waist-Hi”—an outdoor cooking stove 
which can be moved to any spot in the 
yard or permanently installed in con- 





crete. Mounted on a swivel base. Can 
be turned in any direction so as to get 
the best draft. Burns any type of com- 
mercial charcoal providing the hot pene- 
trating rays so desirable for broiling 
and other fine cooking. Cooking surface 
10% by 25% in. Open grate and broil 
surface 211%4 by 25% in. Ash- pit with 
doors forms baking oven. Entire unit 
weighs 112 lb. Said to have heavy, 
rugged, long lasting construction. The 
Majestic Co., Huntington, Ind. 


Tool Catalog 


A new catalog on mechanics’ tools 
déscribes and lists more than 500 dif- 
ferent types and sizes of punches, 
chisels, drills, socket wrenches, etc. 
These tools are made by American 
Swiss File & Tool Co., 410 Trumbull 
St., Elizabeth, N. J. Copies of the new 
tool catalog can be obtained by address- 
ing this company. 
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. Line of Tool Bits 


“Hardsteel”—bits for machining hard, 
tough steels and copper or aluminum 


alloys. Can also be used on abrasive 








Said to be 
especially suited to work on heavy forg- 
ings where deep rough cuts can be 
made at faster cutting speeds. Maker 
states that bits have great shock and 
heat resistance therefore minimizing 
breakage. Manufacturer states they can 
be reground many times but they do 
not need frequent regrinding. Made 
square and round from \ in. up in all 


copper, bronze and brass. 


ve 
“ the usual sizes. Black Drill Co., Cleve- 
land, Ohio. 





ne 

Blackout Satety Light 
Maker states that long-wave-length 
rays of visible light emanate from only 
one side of the bulb, all other parts 
being opaque to prevent any glow being 
visible from the side toward the win- 
dows. To make the light radiate in 
any given direction, merely bend up- 
ward the central contact inside the 
socket, while the light is turned off. Fits 
the regular electric light socket. Manu- 
facturer claims that windows may be 
left open and that shades and curtains 
need not be drawn even though lamp 
is in use. Suggested retail selling price 
35 cents each. Owlite Illuminators, 

P. O. Box 823, Los Angeles, Cal. 

an ; 

-* Tool for Handling 

e- Incendiary Bombs 

vo “Bomb Snatcher”—a device for pick- 

sil ing up and removing incendiary bombs. 
Consists of pair of tongs with semi- 

th Sane : : 

sie cylindrical refractory-lined jaws. Pull- 
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ing back the lever on the handle causes 
them to enclose the burning bomb and 
then drop it into the lower section 
where it is held and the molten material 
is said to be prevented from spilling. 
\ forward movement of the lever dumps 
the bomb. On magnesium bombs it is 
said to have an effective snuffing action. 
Maker states that thermite bombs will 
burn out inside the jaws at a temper- 
ature of 4500 deg. without burning 
through the  refractory-lined casing. 
Light weight and easy to operate. Mc- 
Graw Electric Co., 5201 W. 65th St., 
Chicago, Ill. 


Wrhenewe. 
Darkness 
Strikes / 


DIETZ 


LANTERNS 





Fluorescent Starter 


“No-Blink”—device which enables 
fluorescent activity within the lamp to 
begin after lighting current switch has 


been closed. Defective fluorescent 


lamps, or those which have reached the 
end of their life, flicker and blink when 
thrown. 


DIET. 


LANTERNS. 


“No-Blink” 


the switch is 





NEW YORK 


Output Distributed Through the Jobbing Trade Exclusively 








starter is said to stop this flicker and 
blink promptly. Maker states that 
after a minimum number of starting 
attempts, this starter cuts out the de- 
fective lamp and functions again only 
when the defective lamp is replaced by 
a perfect one. Counter displays which 
carry 20 starters available. Lloyd 
Products Co., Box C, Edgewood Station, 
Providence, R.I. 


THE STURDY WOOD RULE 
FOR BUSY WAR WORKERS 


Lufkin “Red End”. 
wood rules sell) 
themselwes an 
stay sold. No, 

56 with exten 
slide permit 


Toy Field Gun 


Built of clear pine lumber with bass- 


wood wheels. Cannon barrel and 


"Both inside 

f outside mea- 

Black 

markings contrast 

clearly against 

cream colored sur- 

face. Sturdily built 
throughout. 





mounting are black, the under carriage 
gray and the wheels vermilion. Weighs 
8 Ibs. and is approximately 26 in. long, 
12 in. high and 15 in. wide. Gun is said 
to shoot a dowel projectile 35 or 40 ft. 
Dealer price is $6.85 and the suggested 
retail selling price is $11.95. Play Pal 
Toys. Inc., 1800 E. 30th St., Cleveland, 
Ohio. 


SAGINAW, MICHIGAN «+ New York City 
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Wood Dog Bed 


“Cuddle Bunk”—made of grained 
hardwood veneer. Modern oval style, 
finished in dark maple, with bright 





front trim. Light weight and sturdy. 
designed in keeping with modern home 
furnishings. Measures 24 in. long, 15 
in. wide and 9 in. high. Cushion pro- 
vided with each bed. Packed in indi- 
vidual carton. G-H Specialty Co., 3406- 
12 N. Holton St., Milwauke>, Wis. 


Soft Seat Step Stools 


“Cinderella”—stools made of sturdy 
hardwood and finished in wh'te “Liquid 
Plastic” with beauty red, blue or black 
trim. Covering is heavy colored Fab- 
rikoid to match. Comes in _iwu models. 
Model 200—-deluxe with Curvex seat 
softly padded, and white beauty welt. 
Two steps. Model 100—standard with 
plain Fabrikoid covered seat. Two steps 
in matching color. Packed in individual 
cartons convenient for stocking and re- 
shipping. Shipping weights for both 
models—10 Ib. each. Tennessee Valley 
{ssociated Marketers, Moto-Home Prod- 
ucts Division, 117-119 Ninth Ave., Nash 
ville, Tenn. 


Plastic Push Pins 


Said to be unbreakable and may be 
hammered in without cracking the 
head. Maker states that the steel pin is 
polished phonograph-needle stock, with 
a lock-tight feature that prevents the 
head from pulling out when the pin is 
withdrawn from the wall. Attractive in 
shape, easy to handle and available in 
nine colors. Suggested retail selling 
price, 19 cents for card of five pins. 
H. E. Sweet Co.. 77 Norwood Ave.. 
Fdgewood,. R. L. 
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WHATS NEW 





Anti-Freeze from 
Non-Critical Materials 


“No-Freeze”—permanent type anti- 
freeze which, according to the manu- 
facturer, contains no critical materials 
and is available in unlimited quant'ty. 
The manufacturer states that it guai- 
antees the product against freezing 
down to 35 deg. Said to prevent rust in 
any part of the cooling system; to be 
harmless to engine, car finish or per- 
son; not to boil off or evaporate (boil- 
ing point 324 deg.) and never to re 
quire testing for anti-freeze strength. 
Also said to contain no acid, calcium 
chloride, sodium chloride or other in- 





organic salts. Packed in one gallon 
glass pails which may be saved for its 
storage for re-use another season. 
Northern Chemical Ca, Inc., Oak Park, 
Il. 


Fluorescent Lighting 
Fixture Catalog 


A new fluorescent lighting fixture 
catalog is being offered by Sylvania 
Electric Products, Inc., Ipswich, Mass. 
(formerly Hygrade Sylvania Corp.) 
This catalog is designed to simplify 
the prospect’s problems of selecting the 
proper types and quantities of fixtures 
for his particular lighting project. Be- 
sides illustrating over 30 models, com- 
plete with technical specifications, this 
book contains a list of recommended 
minimum standards of _ illumination. 
Also information on how to plan a 
fluorescent installation, pictures of ac- 
tual applications, and general engineer- 
ing and maintenance information. 
Copies of this fluorescent catalog can 
be obtained by writing to the company. 





Control System Tacks 


Designed to comply with the control 
system prescribed by the Federal Office 
of Civilian Defense. May be used as 
standard method of marking maps. 
“Incident” tacks for control maps have 
dark blue, red, yellow, green and white 
backgrounds with black numbers or 
markings. “Service” tacks for control 
panels have same color backgrounds and, 
in addition, black, orange, and one of 


@Zs OC 
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white and red. Both types of tacks are 
available plain or numbered from 1 to 
100 and in five sizes. “Insignia” tacks 
for defense volunteers are blue with 
white triangular panels in which the 
identification markings appear in red. 
Three different sized heads are made. 
“Incident” and “Service” tacks are fur- 
nished in three sets depending on the 
population of the towns or cities for 
which they are to be used. “Insignia” 
tacks are furnished in sets of 15. Moore 
Push-Pin Co., Wayne Junction, Phila- 
delphia, Pa. 


Wallet Calendar 


Cardboard hanger with illustration. 
Instead of a single sheet, each monthly 
page is an envelope or pocket which 
can be used for holding bills, expense 
slips, ete. On the reverse side of the 
envelope is a statement of income and 
disbursements which can be used as a 
record of expense. As each month 
passes, the succeeding month is brought 
into use by tucking the past month up 
under the top flap. Flap is held in place 
by the plan of hanging—a cord runs 
through the back and fastens to the 
front flap, thus the weight of the cal- 
endar draws the flap against the back. 
or such pockets as may have been 
folded up under it. Shedd-Brown Vig. 
Co.. Minneapolis, Minn. 
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Plastic Screen Cloth 


“PlastiScreen” is a plastic screen 
cloth created out of the exigencies of 
war times and is said to be the first 
of its kind ever produced. Natural in 
color, it is said to harmonize with all 
colors. Translucent, it lets light through. 
Its mesh opening lets air in yet gives 
maximum protection against insects. 
Maker states that it is resilient, rugged 
and durable. Also said to be stainless 
and non-rusting. Easy to apply, any 
rust-proof fastener is sat‘sfactory. Sup- 





plied in a limited number of standard 
widths. New York Wire Cloth Co., 500 
Fifth Ave., New York City. 


Nursing Bottle Holder 


“Din Din”—holds any standard nurs 
ing bottle. Constructed so that it keeps 
the milk warm and the bottle at the 
proper angle while the baby feeds. Con- 
sists of a blue insulated container, 
amber rubber breast cap and pink rub- 
ber holder. Can also be used to hold 





drinking water. Suggested retail selling 
price—$1.25 east of the Rockies, and 
slightly higher west of the Rockies. 
Dealer’s cost is $9.00 per dozen f.o.b. 
Chicago, Ill. Lockwood Products, 232 
E. Erie St., Chicago, Ill. 


Wooden House Signs 


Made of pressed wood and assembled 
with marine glue. Bird ornaments are 
painted in their natural colors. Manu- 
facturer states these signs are durable 
and can stand the weather exceptionally 
well. Suggested retail selling price is 
$2.50 each, not including the lettering 
of the individual’s name or the house 
number, this work ordinarily done by 
local sign painter. Dealer discount is 
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50 per cent f.o.b. factory, Whitehall, 
Mich. Display stand (illustrated) 
given free with an order for six signs. 
Whitehall Metal Studios, Inc., 469 E. 
Ohio St.. Chicago. Tl. 


Upholstery Cleaner 


“See-More” liquid foam cleaner comes 
in concentrated form. By merely add- 
ing water, one pint bottle is said to 
make eight gallons of cleaner. Maker 
states it is soapless, odorless, harmless 
and quick drying. Said to leave the 
fabric soft and fluffy. Sold in convenient 
and reusable containers. Seymour Prod 
ucts Co., Inc., 2416 W. Roosevelt Rd... 
Chicago, Ill. 


Model Airplane 


“Comet” Air-O-Trainer—model of the 
Bell P-39 “Airacobra.” Has actual 
cockpit controls that actuate a‘lerons, 
rudder and elevator. Designed for use 
in Civilian Pilot Training Schools. 
Ruggedly constructed of non-critical 
materials. All parts are finished, and 
assembly work cons‘sts of fitting the 
parts together. Average assembly time 
is 90 minutes. Model measures 24 in. 
in wingspan. Illustrated booklet show- 
ing position of controls in various 
maneuvers is included w'th each kit. 
Built-up models, finished in color and 


with control surfaces of a contrasting 
color are also available. Comet Mode! 
Airplane & Supply Co., 129 W. 29th 
St., Chicago, Ill. 














Now!:A 
COMPLETE 
LINE OF 


PAINT CONDITIONERS 


Make fresh paint fresher than fresh 
and old paint new, ELECTRICALLY 
perfectly condition contents of all 
sizes of cans, in a jiffy, without mar- 
ring can or label. 

The No. 30 RED DEVIL for 1/4 pint to gallon cans 


is now offered with rugged permanent base, four 
can adapter, square can adapter 


No. 34 RED DEVIL for 1/4 pint to quart 
cans. Fits right on the counter 


No. 33 RED DEVIL takes from 2 to 5 
gallon cans. Triple 3-Way Action 


FLOOR SAN 


A “crack’’ sales-soldier...a 
package that's the talk of 
the trade...an item that has 
been a sure-fire performer 
from the start. Order Schalk’s_ 
Crack Filler from your job- 
ber. Schalk Chemical Co., 
Los Angeles and Chicago. 
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Advances 


Turpentine. 
Some china, pottery. 





Turpentine—Prices have made 
three advances during September (10, 
11 and 16) of two cents per gallon each, 
restoring the top mark reached at the 
end of June. 

on * 

Ruberoid products —A_ new 
price list issued by the Ruberoid Co., 
Sept. 1, covers its line of strip and 
unit shingles, smooth and mineral sur- 
faced roofing, building papers, felts and 
roof coatings. A simplified variety is 
shown, but with all the leading sellers 
of the previous December, 1941, price 
list still available. Prices in general are 
the same as those of last December, ex- 
ceptions being reinforced kraft building 
papers which are reduced approximately 
5 per cent with Diamond Cord, how- 
ever, left unchanged. A supplement 


shows the company’s zone prices on 


loose and granulated rock wool, also 
rock wool batts and blankets. A new 
arrangement is offered as to deposits on 
steel drums—requiring a deposit well 
above the ceiling value of the drum, to 
enforce returns being made promptly. 
The full deposit is refunded when 
drums are returned in good condition 
within 90 days. 
* * 

China and pottery—Jobbers 
of semi-vitreous ware on Sept. ll were 
authorized by OPA to raise their prices 
24% per cent, in a move which will not, 
however, permit the retail ceiling prices 

be altered for these household and 
commercial china and pottery articles. 
The new Amendment to the General 
Maximum Price Regulation, relieves 
jobbers from absorbing the entire 5 per 
cent increase in price allowed producers 
on semi-vitreous ware by Price Regula- 


102 


tion No. 116; in effect, the burden of 
absorbing the producers’ price increase 
is divided between jobbers and retail- 
ers, on all sales made by jobbers. How- 
ever, on sales made directly from manu- 
facturer to retailer, the retailer must 
continue to absorb the entire increase. 
Retailers’ prices are established by the 
General Maximum Price Regulation, 
and generally reflect the levels existing 
from Oct. 1 to 15, 1941. Jobbers who 
raise their prices are required to notify 
purchasers that the increase was made 
to effect an equitable distribution of the 
burden resulting from the increase of 
producers’ prices. This notification must 
include a statement to the retailer that 
he must not increase the resale price 
for the articles purchased, as follows: 
“This price increase of 2% per cent 
has been authorized by the Office of 
Price Administration. It represents the 
proportionate share of the increase in 
manufacturer's price granted by Maxi- 
mum Price Regulation No. 116 which 
you are required to absorb. We are 
absorbing our share. You are, therefore. 
not permitted to raise your present ceil- 
ing prices.” 





Declines 


Certain reinforced kraft building 
papers. 





Wagon hardware — The in- 
creased call for wagons has given rise 
to a heavy demand for wagon hard- 
ware, to repair and construct farm 
wagons in particular. It is a blow to 
distributors, therefore, to learn that a 
leading wagon stock maker expects to 
notify its trade that shipments of wagon 
hardware, singletrees, etc., to jobbers 
for resale to dealers for farm use will 
be discontinued, as the company’s quota 
allowed by limitation order L-26 has 
been exhausted. The only shipments 





they can make are for Government re- 


quirements, with priority rating of A-9 
or higher. 
oR ca cd 

Leather products — Jobber’s 
and dealer’s stocks of pump leathers are 
facing depletion, in view of the difficulty 
of manufacturers obtaining the proper 
type of leather from which to produce 
these leathers, also valves. Also it is 
increasingly difficult to obtain wire belt 
lacing, bringing a heavier drain upon 
supplies of cut rawhide lacing. Jobbers 
have not as yet had trouble in securing 
belt hooks. 











Prices Reatfirmed 


Some roofing. Some building paper. 





Fewer hand tool lines—Fur- 
ther simplification schedules covering 
saws, axes, hatchets, adzes and light 
hammers have been issued by WPB, 
designed to concentrate production on 
fewer lines and thus release materials 
and productive facilities for the war 
efforts. The new schedule provides that 
forged axes, hatchets, broad axes, forged 
adzes or forged light hammers not con- 
forming to the size, weight and other 
simplification provisions may not be pro- 
duced after 60 days. After 45 days 
producers may not put ferrous metal 
into process for tools not conforming to 
the specifications of the schedule. 

* * a 

Tin plate for cans—This year’s 
domestic wartime demand for tin for 
cans, over 21,000 long tons, will be cut 
almost in half in 1943 by a program now 
under way to use electrolytic tin plate 
and bonderized black plate in place of 
the hot dipped tin plate now used. 
Peace-time practice was to make cans 
from hot dipped tin plate having 1.5 
pounds of tin per base box of about 100 
pounds. However, experiments have 
shown that a tin deposit of 0.5 pounds 
per base box is quite practical for 
most purposes, and it is on this basis 
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that most of the new electrolytic tin 
plate is to be made. A second important 


means of getting cans, and at the same 


time reducing the amount of tin re- 
quired, is bonderized black plate, suit- 
able for many reasonably dry or non- 
corrosive products. 

ok * of 

No metal oii cans—Supple- 
mentary Order M-81-b, which permitted 
the manufacture and use of terne plate 
cans for packing lubricating oil until 
Sept. 30, 1942, has been revoked. As a 
result of the revocation, oil cans made 
of any metal may no longer be manufac- 
tured for civilian use, since tin plate or 
terne plate cans are prohibited for this 
use by Order M-81, while black plate 
oil cans are barred by Order M-136. 

* * «* 

Steel drums curtailed—WPB 
on Sept. 14 prohibited use of new or 
secondhand steel shipping drums for 
packaging approximately 200 food, 
chemical and petroleum products, ef- 
fective Nov. 14. Packers are expected 
to shift most of the products for which 
drums are barred to wooden barrels or 
fibre and glass containers. The order 
also bars immediately the packing of 
an additional 35 items in new or used 
drums made, bought or delivered after 
Sept. 14, except drums now owned by 
the packer. Among the products for 
which steel drums may not be used 
after the 60-day period are flour, lard, 
fruits or vegetables in brine, paints, 
colors, shellac, crude oil, petrolatum 
and many chemicals. Paints covered 
are dry powder paints and water type 
paste paints. Oil and varnish type paints 
may be packed in new or used drums 
in the hands of the packer on Sept. 14. 
Among the products immediately af- 
fected are asphalt, floor wax, animal, 
fish and vegetable oils, turpentine and 
printing inks. 

* * *” 

Bans armored cable—Manu- 
facture of armored cable after Oct. 19 
has been prohibited by the War Produc- 
tion Board to aid conservation of steel. 
Limitation order No. L-165 also pro- 
hibits, effective Sept. 24, acquisition of 
raw materials for use in manufacture of 
armored cable. Approximately 30 man- 
ufacturers are affected by the order, but 
since none make armored cable exclu- 
sively, WPB said no companies are ex- 
pected to be forced out of business. 


e a * 


Radio tubes, etc.—WPB has 
established strict control over manufac- 
ture of radio tubes, signal equipment, 
microphones, remote control apparatus, 
and other electronic devices. Production 
is prohibited except to fill orders carry- 
ing high priority ratings, and supplies 
to dealers are allocated on the basis of 
past sales. Specifically exempted from 
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The Government has declared that 
farming is a vital industry and that it is 
essential that farmers keep their equip- 
ment in good repair. RB & W must and 
will make Empire brand PLOW BOLTS 
available to the farmers through you, 


our distributors. 


Whatever the priority rating on Plow 
Bolts may be, RB & W will give you the 
best possible service, and your farming 
customers will appreciate the service you 
will be able to give them. 


Another 

RB&W Business-Builder 
...to build strength 
into your business 





RB&W’s 
BUSINESS-BUILDING 
PROGRAM 
FOR DISTRIBUTORS 








PRODUCT SUGGESTIONS — broadening 
* your war-time sales opportunities. 


2, NATIONAL ADVERTISING—building your 
* future market for RB &W products. 


3, INFORMATION service — answering 
* your war-time sales and priority 


questions. 
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the new controls, are hearing aids, tele- 
phone and telegraph equipment, medical 
equipment, and light and power equip- 
ment. An amendment was issued Sept. 
2 by OPA to make clear that maximum 
prices for all radio apparatus and parts 
covered by Price Regulation No. 136 are 
those charged by sellers on March 31, 
1942. The amendment became effective 
Sept. 8. 


* ” * 


Cutting tools—A plan to speed 
up delivery of special cutting tools to 
be used in new or rebuilt machine tools 
has been adopted by WPB, in Order 
E-2-b, dated Sept. 1. Changes in pro- 
duction and scheduling of all types of 
cutting tools are specified, superseding 
Order E-2-a, which is revoked. * Every 
cutting tool order is requ'red to bear a 
<pecified endorsement signed by the pur- 
chaser. With certain exceptions it is 
provided in E-2-b that no one may ob 
tain more than a 90-day supply of cut- 
ting tools. Each manufacturer of cutting 
tools, commencing with his October pro- 
duction, is required to schedule his 
monthly output of each type for delivery 
according to the new order. Ten per 
cent is to be scheduled for delivery 
against orders for spec‘al cutting tools 
required for original tooling. Preference 
on the remainder is to be given to pur- 
chase orders for tools required by Army, 
Navy, or Maritime Commission contrac- 
tors as a result of a change in design 
or other alteration. Other cutting tools 
may then be delivered according to 
priorities regulations. 


* * * 


Drapery hardware—Stocks of 
metal curtain rods in the hands of man- 
ufacturers are practically exhausted, and 
the same condition will soon prevail 
among wholesalers. To take their place, 
attractive lines of wood rods and poles 
are now available, retailing from 10 
cents up to values somewhat higher 
than on the former metal lines. 


* * * 


Bed-spring “ceilings” — Dol- 
lars-and-cents ceiling prices for four 
‘war models” of wood-frame coil bed- 
springs have been established by OPA 
for retailers and manufacturers, in is- 
suing Maximum Price Regulation No. 
213, effective Sept. 7. OPA also pre- 
scribed the method for distributors to 
determine their maximum prices. Gen- 
erally the prices set will reflect Oct., 
1941, prices for steel frame models, with 
the additional material and production 
costs added, which result from substi- 
tution of wood frames for steel. 


* * * 


Shovels, scoops and spades 
A simplificat‘on of the shovel and scoop 
line, based on Limitation Order L-157, 
went into effect on Sept. 1, eliminating 


104 


all polished and velvet-polished finishes, 


except on moulders’ shovels and grain 
scoops. Jobbers may continue to fill 
orders for the old finishes only so long 
as their stocks last. The order has also 
eliminated alloy grades, except for min- 
ing purposes, has restricted garden 
spades to “C” grade only, and has lim- 
ited western pattern scoops to sizes 8, 
10, and 12, and eastern pattern to sizes 
2,4, and 6. The popular priced furnace 
scoops and general-purpose shovels are 
eliminated for the duration. 


* + * 


Fewer bulb types—More than 
half of the various types of electric light 
bulbs and lamps now manufactured 
have been ordered eliminated by WPB, 
effective Nov. 1. The order will reduce 
the number of types made from 3,500 
to 1,700. The common household elec- 
tric light bulb will be made only in 
the 115, 120, and 125 volt types. Like- 
wise 50 watt and 75 watt lamps will no 
longer be made, on the ground that 
lamps in wattages of 15, 25, 40, 60. 
and 100 will suffice. Use of colors in 
lamps also is restricted, perm'tting man- 
ufacture of only red, blue and green 
bulbs. 


* * + 


Refrigerator releases — The 
WPB action releasing domestic me- 
chanical refrigerators, sale of which had 
been blocked since early in the year, 
will have little effect among many deal- 
ers and distributors. Probably most re- 
frigerators were disposed of before the 
freezing order went into effect. Some 
stocks of large model and gas refrigera- 
tors are now made available to consum- 
ers, and dealers who have been taking 
the names of prospective purchasers 





will benefit. Revisions Sept. 9 to the 
price order on mechanical refrigerators 
chiefly relate to the formal definition 
of distributors, dealers and consumers. 


* * * 


Paint news—Paint manufac- 
turers are making an earnest endeavor 
to obtain the return of empty 5-gallon 
paint buckets. Printed stickers are 
placed on each new package, to the 
effect that, in one instance, 20 cents 
will be paid, plus freight, for the return 
of all empty 5-gallon buckets, and 10 
cents extra if lid is included. Plastic 
resin paint is enjoying considerable sales 
increase. A number of “water paint” 
manufacturers have entered this field, 
and reports are that the usefulness of 
plastic paint for covering wallpaper 


meeting with public favor. 


* % * 


Steel products limitations—A 
number of additions were made _ this 
month to the list Of products which 
may not be manufactured from. steel. 
Among these newly-banned products are 
cans or containers for anti-freeze (under 
5 gal. size) coffee, and tobacco products 

except that closure for glass contain- 
ers for such items may be made until 
Oct. 1, if from stocks of black plates 
already lithographed on or before Sept. 
3. Also prohibited are electric drinking 
water coolers except for war plants: 
door closers except for hospitals or ex- 
terior doors on public buildings, and 
where required to meet fire regulations; 
fireplace equipment including grates, 
clean out doors and as dumps, except 
dampers; wagon bodies and frames ex- 
cept for construction, also railings, bar- 
riers and fences, except for livestock and 
poultry enclosures and essential indus- 
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trial uses. On Sept. 16, production of 
metal doors, door frames and shutters 
for military or civilian use was pro- 
hibited by WPB Order L-142. The order 
halts all production except for certain 
fire doors and airplane hangar doors. 
However, manufacture of doors, frames 
or shutters on an A-10 or higher rating 
for repair and maintenance purposes is 
permitted by the order. 


aa ae * 


Builders’ hardware and lum- 
ber—Substantially the entire lumber, 
lumber products and building materials 
industries were brought under unified 
licensing control at distribution levels 
by OPA order issued Sept. 11, and 
effective Sept. 17. The order automati 
cally licenses those retailers, wholesal- 
ers, distributors and all other persons, 
with the exception of mills, manufac- 
turers and producers, who make sales 
subject to certain specified lumber, lum- 
ber products or building materials 
regulations, and makes the license a re- 
quired condition of selling material or 
products subject to these regulations. 
At present the regulations include 
Douglas fir plywood, southern hardwood 
and pine lumber, Douglas fir or other 
west coast lumber, Appalachian and 
central hardwood lumber, red cedar 
shingles, railroad ties, softwood, and 
sales by distribution yards of builders’ 
hardware and insect screen cloth, 
domestic fuel oil storage tanks, and 
cast-iron soil pipe and fittings. The or- 
der provides for suspension, of licenses 
for violat‘on of price regulations, and 
states that licensees may later be _re- 
quired to register with the Office of 
Price Administration at such time and 
in such manner as the Administrator 
may prescribe. 

* * * 

Nitrate fertilizers—The use 
of chemical nitrogen fertilizers for 
lawns, flower gardens, and golf courses 
was banned by WPB Sept. 14, and its 
use for agriculture was restricted to the 
minimum formulas deemed necessary for 
food requ‘rements. The aim is to con- 
serve nitrogen for necessary foods and 
for explosives, especially smokeless 
powder. WPB restricted the grades of 
mixed chemical fertilizer which may be 
used for agricultural purposes in the 33 
princ‘pal fertilizer consuming states. 
For each of these states the number of 
grades which may be used was specified, 
ranging from four grades for Alabama 
to 35 for Florida, because there are 
wide differences in soil types and crops 
grown in the various states. There is 
no limit on the amount of an approved 
grade that may be delivered to an in- 
dividual consumer. Principal fertilizer 
consuming crops are tobacco, cotton, 
corn, forage, potatoes, wheat, sugar 


beet, cane, and fruits. 
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Changing habits—Week by 
week the nation is making further 
changes in its habits—individual, 
family, social and business—to con- 
tribute an extra lift to the war effort. 
Everywhere the people, once  spend- 
thrifts with our vast resources, are learn- 
ing to save the articles they now have. 
to find new uses for old belongings. 
and to alter lifelong habits of work and 
recreation. Concentration of production 

the pooling of each industry’s re 
sources—is being studied by a WPB 
committee. “Utility models” of civilian 
products are more and more expected 
to replace unnecessarily varied patterns 
and finishes, freeing production facili- 
ties for war work. 


x Ba a 


Consumer trends——Rigid war- 
time economy is causing unprecedented 
shifts in retail trade. Disappearance of 
scores of every-day items, with attendant 
changes in buying habits leads the De- 
partment of Commerce to predict that 
1942 retail store sales will be 5 per 
cent below 1941. Graphs already in- 
dicate the trend. Naturally, increased 
sales will appear in liquor, jewelry and 
food items primarily because the’r pro- 
duction has not been curtailed. The 
sharpest decline probably will be in the 
field of new and used cars, with house- 
hold appliances and radio sales also 
far behind. This downswing poses new 
problems for retailers. Personnel re- 
duction may be handled comparatively 
easily, but the question of overhead 
costs is more difficult to answer. And 
consumer buying at retail may be even 
more restricted next year. The later 
generation—those who never traded at 
an old-time “general store,” may get a 
chance before the war is over. Short- 
ages of goods plus shortages of transpor- 
tation are encouraging merchants to add 
all kinds of things to their stocks. 
Grocery stores, for example, will carry 
work clothes, cosmetics, and novelties, 
and retail tire “chains” already are 
vigorously advertising luggage, cutlery, 
and household and sports accessories. 


* * * 


Restrictions multiplying 
Necessary “war” restrictions are multi- 
plying. Civilians may not even rent 
new typewriters now. No steel wire is 
available for new coat hangers, and 
OPA has told cleaners that they may 
charge a deposit fee against their re 
turn. Paper dress patterns for home- 
made dresses now may “build” no larger 
than authorized ready-made garment 
sizes. New bedsprings are allowed only 
30 pounds of steel per spring and man- 
ufacturers are encouraged to make four 
models of wood-frame coil bedsprings. 
Cattle hair, the best material for mat- 
tresses in damp climates, will now go 
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HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 


National Manufacturing 
Company 
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No More Damage from Condensation 
or Sweating Pipes, Tanks, Water Soit- 
eners, Walls, Ceilings and Air Ducts 





This sensational plastic cork coating is 
easily applied’ with brush, trowel or 
spray to metal, concrete, brick, wood 
or plaster. Insulates and prolongs life of 
pipe and other metal by preventing rust. 
Produces a permanent stucco-like fin- 
ish that requires no maintenance. 

A gallon covers about 30 feet of 1” O.D. 
pipe. NoDrip comes in 1, 5 and 55 gal- 
lon drums. 


Nationally adver- 
tised. Demand is 
growing rapidly with 
good profits for 
dealers. : 
Immediate Shipment. 
Order from your Job- 
ber or write for cir- 
cular and local Sales 
Helps. m 


J. W. MORTELL CO. 


Technical Coatings Since 1895 
508 Burch St. « Kankakee, Il. 
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only to the boys who fight in steaming 
jungles. There’ll be no more veneer 
made from white oak lumber and all 
grades and types of softwood lumber 
soon will be unavailable to civilians. 
Beginning Sept. 1, consumption of crude 
rubber, latex, reclaimed rubber and 
scrap rubber in all civilian products is 
permitted only on specific allocations 
by WPB. Crude rubber or latex 

scarcest of scarce materials—cannot be 
used in the manufacture of rubberized 
fabric for protective clothing either in 
civilian or government war orders, ex- 
cept rubber lifesaving suits, life pre- 
servers, diving equipment, and raincoats 
already on order for the Navy. The 
War Production Board has tightened 
restrictions on the use of elastic thread 
and yarn. Rubber heels made of scrap 
rubber will come in four grades stamped 
from V-1 to V-4, according to quality, 
and their prices at the shoe repair stores 
will be fixed. By Nov. 1 all of the na- 
tion’s 128 distilleries will be making 


war alcohol exclusively. 


* x * 


Overcoming obstacles—Amer- 
ican inventiveness, however, is used to 
overcoming limitations. New types of 
containers have been developed by the 
container industries, heavy paper car- 
tons are taking the place of wooden 
containers and wire-bound boxes for 
overseas shipments. Many kinds of 
canned goods now come in jars and 
bottles. Paper containers are substi- 
tuted for scarce burlap bags, and paper 
“cans” with metal ends are used for 
packing some brands of baking powder 
and dried fruits. Wooten pumps, and 
wooden wheelbarrows are only two of 
the many old-time farm appliances 
which are “coming back” now that steel 
or iron are not available. One com- 
pany is offering hand-decorated wooden 
frames, in three sizes, for oven-ware 
items. One size will fit pie plates, and 
the others will fit 1% and 2 quart cas- 
seroles. These new wooden frames will 
retail for approximately the same price 
as the former chrome-plated frames. 
In broader fields, government geologists 
and engineers have blocked out more 
than 500,000 tons of valuable bauxite in 
Georgia. Other experts are exploring 
the “black sand” beaches of the Oregon 
coast, containing chromite and several 
other needed metals. 


a * * 


Rubber “action” promised 
William J. Jeffers, newly-appointed na- 
tional rubber administrator, promises 
that a program will be set in motion at 
once, which should solve the nation’s 
complex rubber problem. The Admin- 
istrator will open headquarters in Wash- 
ington, stating that his first official act 
would be to form a corps of technical 
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advisers gathered from the rubber in- 
dustry and from governmental agencies. 
While admitting that no specific pro- 
gram has yet been drawn up, Mr. Jeffers 
said his plans for directing all available 
rubber supplies into essential channels 
would follow “almost literally” the 
recommendations laid down in_ the 
Baruch Committee rubber survey report. 
Essential war needs will have the first 
call on the rubber supply, after which 
will come motor trucking, bus transport, 
and tires for war workers. An effort 
will be made also to supply tires for 
farm vehicles and nonwar workers who 
are altogether dependent on automobiles. 


“Hidden” price rises—An ef- 
fort to halt the hidden price increases 
resulting from lowering of quality, use 
of inferior materials, or skimping on 
measurements and workmanship has 
been launched by OPA. A standards 
division has been created in OPA to 
provide technical assistance for develop- 
ing specific standards for inclusion in 
all regulations where quality of product 
is a factor. These standards, which 
must be met if the commodity or prod- 
uct is to command the applicable maxi- 
mum price, will include definitions of 
quality and may require goods to be 
identified and labeled accordingly. 


a * oa 


Trend of staple prices—The 
Associated Press wholesale price index 
of 35 commodities on Sept. 18 declined 
to 99.77 per cent of the 1926 “par,” 
compared with a 1942 peak of 100.08 
per cent, while the year-ago mark was 
92.98 per cent. As usual, farm and food 
products form practically the only rea- 
son for the gain over last year’s level. 


% as % 


Cotton outlook — Based on 
Sept. 1 conditions, the total cotton sup- 
ply this season is expected to be about 
24,300,000 bales, as against 22,600,000 
last year. The Department of Agricul- 
ture has forecast this year’s cotton crop 
at 14,028,000 bales (of 500 pounds 
gross) based on the condition of the 
crop Sept. 1, which was 79 per cent of 
normal. The indicated yield is the 
largest on record. The crop has been 
assisted by unusually favorable weather 
continuing over the entire cotton area 
during August. Production _ totaled 
10,744,000 bales last year, and the 10- 
year average (1931-40) was 13,109,000 
bales. Cotton consumption was 15 per 
cent more than the 1940-41 previous 


record. 
* * 


Employment at record—Non- 
agricultural employment rose more 
rapidly during July than during any 
other month since Pearl Harbor, accord- 
ing to the National Industrial Confer- 





ence Board. A net gain of fully 550,- 
000 during the month brought total 
employment to an all-time high of 57,- 
200,000, including the armed forces, 
This is 3,600,000 above the figure for 
July, 1941, and nearly 10,000,000 above 
that for the corresponding month in 
1940. Agricultural employment was 
seasonally lower in July—however, total 
employment, including agriculture, con- 
tinued an advance which has been 
unbroken since the first of this year. 


mB os * 


Abundant waterfowl—By en- 
listing the aid of hundreds of observers, 
Ducks Unlimited in Canada has just 
completed its annual fall census of the 
waterfowl in the provinces, and Amer- 
ican hunters are told that at least 
97,000,000 ducks will head south this 
fall from Canada. This number added 
to an estimated 15,000,000 to 25,000,000 
hatched south of the Canadian border 
will insure a very large migration of 
birds during the fall months. Duck 
hunters will not be permitted to do any 
shooting or cruising within 100 feet 
of any shipbuilding yard, power plant, 
arsenal, warehouse or depot, freight pier, 
or any other similar places on a river 
where Uncle Sam is busy. Such spots 
are “out of bounds” for hunters and all 
others. 

* * & 

Freight efficiency — Already 
having effected weekly savings of more 
than 65,000 freight cars in less-than- 
carload traffic, the country’s railroads 
on Sept. 1 automatically stepped up 
minimum car capacity to a ten-ton basis, 
A six-ton limit was set May 1 for this 
class of freight. An eight-ton figure 
was established July 1. A year ago 
the average load was only 5.3 tons a 
car. 

% a “ 
Mail-order and variety chains 
Mail order reports for August con- 
tinue the series of year-to-year declines 
in sales which began last spring, as a 
result of shortages in certain consumer 
goods lines. The especially wide gap 
for August is due to the fact that last 
year’s period was highlighted by con- 
sumer scare-buying. Sears Roebuck 
sales during August dropped more than 
26 per cent below the year ago volume, 
The total for the first seven months, of 
mail order and retail store sales, was 
7.4 per cent below the corresponding 
1941 period. Montgomery Ward re- 
ported sales for August amounting to 
$48,740,667, a decrease of 15.68 per cent 
from a year ago. Their seven-months™ 
total was off 3.92 per cent from 1941. 
By contrast, most of the variety chains 
showed good August gains, F. W. Wool- 
worth Co., for example, reporting Aug- 
ust sales 9.6 per cent ahead of August, 
1941. 
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Religious Merchandise in Hardware Stores 


—a Line Worth Considering 


r 

, ARDWARE dealers looking for 

‘ new lines to handle might well 
try religious merchandise and 

l plaques, according to a very favor- 


able experience with this line by 
Crow & Crow Hardware Co., Deca- 
tur, Ala. This is especially true if 
they handle gifts and novelties into 
which the line fits very well. 

Aubrey Pickens, one of the own- 
ers of this firm, discovered the line 
while browsing through a gift store 
in a vacation resort city. The wo- 
man proprietor of the store gave him 
the name of the manufacturer of 
the line who was located in Ander- 
son, Ind., together with a catalog 





and he immediately ordered a com- 
plete stock. This sold out in 60 days 
and he has since placed two or three 
orders including a large one for 
Christmas. The merchandise carries 
a 4) per cent markup. 

The line includes wall plaques 
with various biblical and classical 
quotations, Bibles, post cards, cellu- 
loid book markers and books by re- 
ligious leaders such as Martin 
Luther and John Bunyan. Perhaps 
the best seller is a table plaque in 
the shape of the open Bible with a 
verse quotation thereon. The line 
also includes stationery with a religi- 
ous imprint. 
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(Courtesy The Thomas & Betts Co., Inc., Elizabeth, N. J.) 


“Before opening the mail, let us pause the usual two minutes in silent 
prayer for strength to face the day’s new forms and requirements.” 
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PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 


St. Louis, Philadelphia, Jersey City. 





107 







































WITH THE ADDITION of a long 
list of new AAA, AA-l, and other 
high material ratings at the top of the 
priority rating list, ratings of A-9 and 
A-10, which never were too good in 
the hardware field, have been pushed 
further down the scale. 

As a result it has been necessary for 
WPB to revise material ratings on 
some hardware products so that man- 
ufacturers receiving wholesalers orders 
under PDIX could make shipment. 
The recent situation in wire screen 
cloth is an example of what has and 
no doubt will continue to take place. 

Heretofore, wholesalers orders undet 
PDIX received a material rating of A-9. 
This rating was not high enough to 
permit wire cloth manufacturers to 
make shipment of the material. It has 
‘een necessary for WPB to raise the ma- 
terial rating assigned on these PDIX 
applications, and now an A-1-j material 
rating applies. 

Most w're screen cloth manufacturers 
are following the policy of returning 
wholesalers orders bearing the lower 
material ratings and are suggesting that 
they file another PDIX application 
which will be assigned a material rat- 
ing high enough to permit them to 
make shipment, stocks permitting. 


x * * 
THE WPB DIRECTOR GEN- 


ERAL of operations has announced 
discontinuance of the Contract Distri- 
bution Branch in Washington and the 
functions of the branch have been taken 
over by the Smaller War Plants Divi- 
sion of WPB and the Smaller War 
Plants Corp. 

The Smaller War Plants Corp. was 
set up by Congress for the purpose of 
bringing more smaller manufacturing 
plants into the production of war ma- 
terials and evsential civilian goods. 
This was the motive for setting up the 
original Contract Distribution Division 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


xk kk 


under OPM, and since these objectives 
are now assigned to the Smaller War 
Plants Corp., the continuance of the 
CDB would constitute duplicating func- 
tions and overlapping of effort. 


x * * 
NO AGAVE FIBER will be per- 


mitted for production of ordinary wrap- 
ping twine after Sept. 31 under provi- 
sions of an order announced recently 
by WPB. In Amendment No. 2 to 
Order M-84, covering agave fiber and 
product:, the WPB took steps to make 
sure that available agave fiber will be 
used only for the most essential war 
purposes. The limited supply of fiber 
on hand is necessary for production of 
cordage used by the armed forces and 
in the shipment of war goods. 

The amendment also provides that 
during the current month proce:s'ng of 
agave fiber into wrapping twine is 
limited to 20 per cent of the average 
monthly consumption in 1941. Success- 
ful substitutions for the fiber in pro- 
duct‘on of wrapping twine, used widely 
in lumber mills, paper mills, and news- 
paper plants, have been developed by 
manufacturers through the use of such 
materials as jute, paper and cotton. 


x *k * 
IMPORTERS, under terms of the 


amended order, are prohibited from 
purchasing any agave wrapping twine 
without specific authorization of the 
Director General—which will be granted 
only in “extraordinary circumstances.” 
Twine processed from tow, waste, or 
fibers under 20 in. in length may be 
imported. There is no restriction on 
te importation of the fiber itself. The 
amendment also makes it clear that 





provisions of the order apply to fishing 
net:. 

As a result of the action, it is antici- 
pated that approximately 45,000,000 Ib. 
of agave fiber will be conserved an- 
nually. Permitted consumption in Sep- 
tember for production of wrapp‘ng 
twine will amount to about 1,850,000 Ib., 
with complete curtailment of consump- 
tion to take effect Sept. 30. 

The amendment cutting off produc- 
tion of agave wrapping twine, is the 
latest of a series of actions. beginn'ng 
last February to control processing and 
sale of the material. The fiber is im- 
ported mainly from the East Indies, 
Africa, Haiti and Mexico. 


xk *& 
ALL BRUSHES made in _ the 


United States, except for war contracts 
and local health regulation, must con- 
tain at least 45 per cent of material 
other than pig and hog bristles, the 
WPB Director General for Operat‘ons 
ruled Sept. 7. The action reflects the 
growing scarcity of pig and hog bris- 
tles caused by the ce-sation of imports 
from China and the Far East. 

The amendment also redefines pig 
and hog bristles which come under the 
order from 3 in., the former figure, to 
2 in., new or reclaimed, imported or 
domestic. 

Army, Navy, Maritime Commission 
and War Shipping Administration con- 
tracts, where specifications expressly 
require higher standard:, are not in- 
cluded in the new regulations. 

xk. 


RESTRICTIONS ON ROAD- 
MARKING PAINTS were revised to 
allow use of up to 1 lb. of Batu gum, 
or up to 2 lb. of Congo Copal gum, or 
both, per gallon of paint by an amend- 
ment to Conservation Order M-56. The 
original order as amended June 5, per- 
mitted only % |b. of Batu gum per gal- 
lon of paint to be used. 
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Stocks on hand of these two natural 
resins have remained substantial because 
of reduction in demand growing out of 
cessation of manufacture of products 
formerly requiring protective coatings 
containing them. These two resins are 
used relatively less than others in sub- 
stitution for more critical shellac, 
phenol and formaldehyde resins. Batu 
gum and Congo Copal gum make good 
road-marking paint, preventing the 
waste of critical pigments—lithopone 
and titanium dioxide—in inferior paint. 


= w+ 
THE UNIVERSAL RATION 


BOOK, whose early appearance was 
forecast in News Reel soon will be here. 
It is officially called an “all purpose” 
ration book. So far hardware rationing 
is not being considered—at least not 
publicly. Yet in effect there is hard- 
ware rat‘oning because priorities have 
cut off the hardware dealer from sup- 
plies. 
xk * 


THERE CAN BE NO DOUBT 
that the “all purpose” ration book was 
prepared with a view to covering any 
product. OPA in its announcement that 
it had gone to the printer made this 
point quite clear. The book, OPA said, 
is “designed to provide a swift means 
for rationing any article or commodity 
at the instant the danger of a critical 
shortage appears.” 

It is the first of four of its general 
type “needed to provide ultimate com- 
plete flexibility in the rationing mech- 
anism.” It contains 192 coupons on 
eight pages, each page of separate color, 
and each coupon separately designated 
by number and letter. The design 
makes poss‘ble the use of the book for 
straight coupon rationing such as now 
used for sugar, or use of the point 
system whereby the consumer may 
“spend” his ration on various grades 
and kinds of a general type of com- 
modity. The book is adequate for 
rationing of at least two major groups 
of commodities for a minimum of s'x 
months. 

x *k * 


WORK ON THE DESIGN of the 
ther three books necessary to complete 
the rationing plan is underway and one 
of these may be put into production 
before the first is off the press. 

One hundred fifty million of the new 
books will be printed to insure ade- 
quate supplies at all distribution points 
when they are handed over to Amer- 
ica’s 132,000,000 people. This distri- 
bution will take place as soon as the 
printing job is completed, probably 
shortly before Christmas. 

x & & 


UNDER A REORGANIZATION 
of the Procurement Division of the 
office of the Quartermaster General, 
four major branches will supervise all 
phases of the procurement program, 
reporting directly to the D‘rector of 
Procurement. The four branches are 
Management, Control and Liaison, Op- 
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erations, Service and Subsistence. Oper- 
ations will be in charge of purchases, 
production, priorities, facilities and in- 
spection. Chief of the branch is Lieut. 
Col. Roy C. Moore. Lieut. Col. Robert 
T. Stevens is chief of the Textile Equip- 
age Section and Clothing and Leather 
Section and Maj. C. D. Garrett is chief 
of the Clothing and Leather Section. 


x*e 


WHEN PRIORITIES REGULA- 
TION NO. 12 was revised a rating of 
AA-2X was created. This rating is 
below AA-2 but higher than AA-3. So 
far as civilian requirements are con- 
cerned, it is applicable only to the most 
essential non-military products. It is 
not at present assigned to anything 
made strictly for civilian consumption 
or use. 

x kw 


OPA HAS BROUGHT into appro- 
priate relationship ceiling prices for 
agricultural insecticides and fung‘cides, 
which are governed by two regulations: 
The General Maximum Price Regula- 
tion, which covers sales by manufac- 
turers and wholesalers to dealers, and 
Maximum Price Regulation No. 144 
which covers retail prices, including 
sales by manufacturers and wholesalers 
directly to consumers. 


xk & 


BY THE AMENDMENT (NO. 2) 
to Regulation No. 144, the Price Ad- 
ministrator readjusts the ceilings over 
manufacturers’ and wholesalers’ sales to 
consumers so that these prices, in keep- 
ing with customary trade practice, will 
be the same or slightly higher than 
the maximum prices that may be 
charged on sales to dealers. The method 
originally provided for persons, other 
than manufacturers, selling only at re- 
tail is retained. 








Outshines all others—in dependa- 
bility, economy, and durability. All- 
weather controls, Air Flow Combus- 
tion, Rising Cone Burner. Windproof. 
Leakproof. Sells because it looks 
better. Stays sold because it is better. 


EASIER TO SELL...In Two Handy Sizes 





Embury Mfg. Co., Warsaw,N.Y. 





Robertson 


Original ‘Horseshoe Magnet"’ 
Hammers 





The original. Made of superior forged 

steel strongly and permanently magnetized. 

Holds securely. Patterns for home. shop, 

store and other uses Also Patented 

Gripper Clips for holding kitehen utensils, 
tools, golf clubs, brooms, mops, eic. 


GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 
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SILOY “No Priority” SODER 
A Good Soder — Works Well 
With Most Metals 
FLOWS EASILY — USE IT 
LIKE ORDINARY SODER 
Send For Trial Sample 


L. B. ALLEN CO., INC. 


6712 Bryn Mawr Ave., Chicago, Ill. 
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Weit Ai GET HARDWARE AGE WHO MAKESIT ISSUE. THOSE 
SELLING SENTENCES. CLEANED OUT OUR STOCK” 


FOR ACTION DISPLAYS! You've added 
so many new 
items io re- 

Oo t oO — S place estab- 

O that you must 

at you mus 

ELECTRIC TURNTABLE constantly 

call them to your 
customers’ atten- 
tion. This sturdy 

ACTION dis- 

player, then, is a 

necessity for your 

windows. Turns 3 

times a minute. 

$12.50 with 16” 
table. A.C. only. 


GENERAL DIE & STAMPING CORP. 
265 CANAL STREET @ NEW YORK CITY 














109 




















** Coming Conventions and Events «+ 


Corrected Each Issue According to Latest Data 


American Hardware Manufac- 
turers’ meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 19-21, 1942, at the 
Palmer House, Chicago, Ill. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group, and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 


Association 


Montana Implement and Hardware 
Association, annual convention, Oct. 
23-24, 1942, at the Northern Hotel, Bil- 
lings, Mont. C. M. Wall, Box 216, 
Helena, Mont., is acting secretary. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 





sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


Ohio Hardware Association, an- 
nual convention and exhibit, Feb. 16- 
19, 1943, in Cincinnati, Ohio. Head- 
quarters, convention sessions and ex- 
hibit all at the Netherland-Plaza 
Hotel. John B. Conklin, 175 S. High 
St., Columbus, Ohio, is secretary. 


Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention and exhibit, Jan. 25-27, 1943, 
in Kansas City, Mo. Headquarters will 
be at the Hotel President, convention 
sessions at the Little Theater, Munic- 
ipal Auditorium and exhibit at the Mu- 
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Help Wanted, Accounts Wanted Positions Wanted 
‘ rae (Special Rate) set solid, maximum 
Business Opportunities SM cn atetiadensnkodnssate 1.00 
Sales Representatives Wanted y al poy ae Address or Your Adar: 4 
Set solid, maximum, 50 words....... $4.00 BOXED DISPLAY RATES 
All capitals, maximum, 50 words.... 5.00 We GE ep dc cinbietkccsecicaa cons $6.00 
Each additional word......... .08 Each additional inch.......... 4.00 











NATIONAL SALES ORGANIZATION 


financially responsible wants distribution of hard- 
ware and other specialty items Excellent contacts 
with hardware jobbers, department stores and retail 
outlets throughout the United States Will carry 
accounts or act as national distributor for manu 
facturers 


Address Box H-130, care of HARDWARE AGE 
100 E. 42nd Street, N. Y. City 











RETAIL HARDWARE SALESMAN, THOR 
OUGHLY EXPERIENCED in builders’ hard- 
ware, housefurnishings and general hardware 
Westchester County. Write full details. Refer 
ences required. Address Box H-131, care of 
Harpwart Ace, 100 E. 42nd St., N. Y. City. 


LOCKSMITH, MUST BE THOROUGHLY 
EXPERIENCED, the knowledge of doorcheck 
and floorcheck repairing desirable. Good oppor- 
tunity for right man to connect with reputable 
concern State qualifications, age, past experi 
ence. Business is located in New York City 
Address Box H-132, care of Harpware Ace, 100 
FE. 42nd St., N. Y. City 


HARDWARE CLERK FULLY EXPERT. 
ENCED IN marine and heavy hardware, mill 
and factory supplies; must be energetic, hard 
working and capable of taking charge of shipping 
department. State experience, age and salary ex 
pected. Address Box H-134. care of Harpwar 
Ace, 100 E. 42nd St.. N. Y. City 
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SALESMAN—PAINT SPECIALTY, ESTAB- 
LISHED TERRITORY, Northern New Jersey, 
long established paint jobber, gopd drawing ac- 
count; car necessary. Address Box H-133, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 


WANTED—LINES FROM MANUFACTUR- 
ER FOR St. Louis, Mo., territory. Selling to 
jobbers, department, furniture, hardware, variety, 
gift stores. Also have a large following among 
premium trade. Age 45, married; have a car. 
Can furnish excellent references. Address Box 
H-113, care of Harpware Ace, 100 E. 42nd St., 
m v. Cie. 





IF YOU NEED SALES HELP ON WEST 
COAST FOR THE DURATION WE HAVE 
UNUSUAL FACILITIES TO OFFER AND 
NUMBER AMONG OUR CLIENTS ALL THE 
LEADING HARDWARE, ELECTRICAL AND 
PLUMBING JOBBERS, COMMISSION BASIS 
ONLY. ADDRESS — CLAUDE MICHAEL 
AGENCY. 109 EAST DORAN, GLENDALE. 
CALIFORNIA. 





POSITION WANTED, SALESMAN, AGE 
53, twelve years’ experience selling the hardware 
trade of Southern New York State. The Jast 
two years have been selling fishing tackle special- 
ties to jobbers of the Eastern seaboard. Position 
with hardware manufacturer or jobber desired. 
References. Address Box H-129, care of Harp- 
warRE AGe, 100 E. 42nd Street, New York City. 








VY 

nicipal Auditorium. Frank H. Spink, f 
322 Scarritt Bldg., Kansas City, Mo.. 

is secretary. 
e i Y 
Builds Large War 
Time Business 
in Crocks | 


ARGE and small crocks in large 
quantities are stocked and dis- 
played by the Albert Schachtschnei- 
der hardware store, N. Fond du Lac. 
Ave., Milwaukee, Wis., and, as a 
result, this firm gets a fine volume 
of trade on this line. 

Crocks are obtainable by any 
hardware store and can be sold for 
a variety of purposes. Schacht- 
schneider’s has built such a fine rep- 
utation on them, that the local Sears 
Roebuck branch store (two blocks 
distant) often refers crock custom- 
ers to the hardware store. Other 
stores do the same, for they have 
learned that Schachtschneider’s al- 
ways have a large stock. 

Up to 15 gallons in size these 
crocks sell in various price ranges. 
For example, up to six gallons, the 
crocks sell for 25 cents per gallon. 
Over six gallons the price is 28 cents 
a gallon. There are also many smali- 
er crocks, some which can contain 
two pounds of butter. 

Every home, according to the 
Schachtschneiders, is a prospect for 
several small 2-lb. butter jars, for 
storing of butter, lard or grease. 
Then, too, many homes are in the 
market for larger crocks in which 
sauerkraut, pickles and other things 
are put up for winter storage. 




















A section of Schactschneider’s 
extensive display of crocks. 
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AND SAVES WORK/ | 





[EVERY DROP_WORKS 


1] TO THE BASEMENT 












a= (TO GLUE THE LEG 
nage ON a , es 





JOHN, WHERE | 
ARE YOU TAK- 
ING THE 
COUCH ? 












WHY NOT BRING THE 
$1 GLUE TO THE COUCH— 
_ | LIKE THIS 



















SO, HE BOUGHT 





eas %,. ais 








"THE GLUE THE FURNIT- 
Eos URE FACTORIES USE" 


LoS I Tey Asami FREE: / 


———— 
WRITE ON YOUR BUSINESS LETTERHEAD 


THE FRANKLIN GLUE CO. 


COLUMBUS, OHIO 


NO HEATING 

NO MIXING 

NO WASTE 

NO CHILLED JOINTS 











NE New! PATRIOTIC 
POINT-OF-SALE 


DECALS 


Advertisers... these new, low cost, double- 
face decal spot window signs assure war- 
time dealer cooperation. Build consumer 
morale. Colorful. Easily applied. Designed 
to your order, Sell war stamps and your 
brand too.. or choose other slogans—"‘Get 
in the Scrap,’ 
tory,” 












. * ‘rr 
2B) ‘rake your) \ 
| Change sa \ | 
A WAR STAMPS» / 
“Conserve Rubber for Vic- 
etc. An effective wartime 


Reverse : 






# Front effort. Free designing service. DECALS 

3 vour WAR : Write now for complete details. Pt. 73 

32 aD ON SLOGAN i Hardware Service Division TAL 

i smaett =" : THE MEYERCORD CO. 
Si : 


5323 W. Lake St., Chicago, Ill. 












When You Want To Be Heard— 


Speak to the right “class”’— oo 

in the right paper—in the 
right way. HARDWARE 

AGE will tell your story to <S 
the greatest number of hard- 
ware men in the hardware 
trade. Its Classified Oppor- 
tunities Section is the place 
to put your want ad for 
quick, tangible results. 


HARDWARE ‘AGE 


Classified Opportunities Section 


100 East 42nd St. New York City 














World’s Standard for Half a Century 


SAND’S LEVELS 


TELL THE TRUTH 
8631 Gratiot Ave. Detroit, Mich. 


SAND'S-STEVENS 
SURFACE AND LINE 


SAND’S LEVEL & 
“FACTORY = - 


TOOL CO. 








GENUINE AJE' 


PRODUCTS 


BARN EQUIPMENT 


Cattle Stalls, Stanchions, Pens, Water 
Bowls, Milking Stools, Feed Carriers, 
Feed Trucks, Litter Carriers, Cork Brick, 
Steel Columns, Ventilation, etc., etc. 


Slamdard, 






Established 1879 


ALSO HAYING TOOLS anp 
HARDWARE SPECIALTIES 


"Guaranteed to satisfy the user” 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 
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| CHA rericol Waite “s \ar 
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ind blue sory, trio 
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DY euers mers use ever | 
Su metal Wor 


| WRITE DEPT. HA-10 FOR OLD FAITHFUL INDUSTRIAL CRAYON CRC ULAR 


*Reg U.S Pat OF 


THE AMERICAN {| SN (@)) COMPANY 


1706 HAYES AVENUE finrs SANDUSKY. OHIO 


NEW YORK SAN FRANCISC( DALLAS 


CARPENTERS’ WOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 
AND ALUMINUM 


WRITE 











BUILT-IN ACCURACY” 


FOR CATALOG 

















AMERICAN CHAIN 
Welded and Webdtless. 


AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CONNECTICUT —_— 
AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA 
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FOR ROLLING AND | 
SLIDING DOORS 


STANLEY HARDWARE 








Ondex So 


fidwenrkisevs 














Smooth Rolling Action at a finger touch * Track Straight 
as a Die * Clamps join Track Sections into strong, con- 
tinuous unit * Easily Adjusted with turn of a nut * 3 Sizes 
Fit All Doors weighing up to 1000 pounds. 





Stanley Catalog No. 61 describes 
the full line. Send for a copy. The S TA N L E a 
Stanley Works, New Britain, Conn. s | 


pooRs 





HARDWARE FOR CAREFREE 





Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


it least 3 weeks before you move. 


° 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 











Handles Easily 
WET o. DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 











Makes Columbian Rope 
more flexible 














Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 
rope — your 
customers do 








COLUMBIAN ican: ROPE 


Auburn, N 


Genuine }OMES of SILENCE | 


SLIDE SILENTLY - SOFTLY- SMOOTHLY 





be SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 





Domes of Sil — Insulated Cushion Glides 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Ask your Jobber. If he ji 


DOMES of SILENCE. Inc.. 35 Pea 
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A K 
Ackermann-Steffan & Co. 72| Kampa Mfg. Co. 80 
Acme Steel Co. 73 | Klein & Son, Mathias 48 
Allen Company, iInc., L. B.... 109 | Kyanize Finishes 7 
American Cabinet Hdwe. Corp. 75 
American Chain & Cable Co., 
Inc. “ wi L 
| American Chain Div. ...... 11! | Larson Co., Charles O. 66 
| American Crayon Co., The 111 | Lockwood Hdwe. Mfg. Co. 14 
| American Molded Products Co. 78 | Lufkin Rule Co., The 99 
| American Steel Box Corp. . 74 
| American Steel & Wire Co. . 77 
American Thermos Bottle Co.,The 8 M 
American Turpentine Farmers As- Magic Mop Co. ’ 72 
sociation Cooperative 6| Master Lock Co. 53 
Apex Oil Products Co. 58 | McGill Metal Products Co. 75 
Arcade Mfg. Co. 68 | McKinney Mfg. Co. ~~ 
Armstrong Bray & Co. 70 | Meyercord Co., The tit 
Armstrong Bros. Tool Co. Miller, Inc., Robert E. 112 
Arrco Playing Card Co. 50 | Mortell Co., J. W. 105 
Arvey Corp. ; Myers & Bro. Co., F. E. 93 
Asbestos Textile Co. 76 
| Atkins & Co., E. C. 56 N 
Ate Siqaies Oo. * National Lock Co. 82 
National Mfg. Co. . . 105 
8 Ney Mfg. Co. ...... ma 
Baker & Hamilton 12 | Nock-On-Wood, Ltd... 
Ballonoff Metal Prod. Co. 71 Norton Door Closer Co. “7 
Barrows Lock Wks. a7 | Merten Lasier Co. , 52 
Boss Mfg. Co. 75 | 
Boston Varnish Co. 7 Pp 
Boston Woven Hose & Rubber Co. I! | Paine Co., The 74 
Briggs & Stratton Corp. 17 | Phoenix Mfg. Co. .. 73 
Burgess Battery Co. 78 | Pittsburgh Steel Co. . 9 
Burgess Seed & Plant Co. 71 | Progressive Mfg. Co. % 
Puritan Cordage Mills 80 
c 
Carborundum Co., The 79 R 
Century Metalcraft Corp. 44 | Ray-O-Vac Co. 64 
Champion Hardware Co. 95 | Remington Arms Co., Inc. 35 
Chicago Lock Co. . 75 | Reynolds Wire Co. : 8 
Cleveland Cooperative Stove Co. 88 Richards-Wilcox Mfg. Co. 60 
Columbian Rope Co. 112 | Rixson Co., Oscar .. 72 
Columbian Vise & Mfg. Co. 97 | | Rockford Brass Works . 76 
Corbin Screw Corp. 41) | Russell, Burdsall & Ward Bolt & 
Cyclone Fence Div. 59| Nut Co. 103 
| Ryerson & Sen, ine. “Joseph ‘T. 107 
D 
Damascus Steel Prod. Corp. 68 | s 
De Voe & Raynolds Co. 37 | Sand's Level & Tool Co. iw 
| Dietz Co., The R. E. 99 | Sager Lock Wks. 66 
| Domes of Silence 112 | Schalk Chemical Co. 101 
Drake Electric Works, Inc. 69 | Shapleigh Hdwe. Co. 116 
Sherman Mfg. Co. H. 8B. 65 
‘ Simoniz Co., The 49 
E Smith, Inc., Landon P. iol 
Embury Mfg. Co. 109 Stanley Works, The 112 
Empire Level & Mfg. Co. 5! Star Mfg. Co. 67 
| Starline, Inc. 47 
F 
Flex-O-Glass Mfg. Co. I T 
Frontlin Glue Co., The jf a | Teuscher Pulley & Belting Co. 76 
Frigidaire Div. F 10 | teeee 62-63 
| Turner Brass Works 67 
G | Turner, Day & Woolworth Handle 
Gardiner Metal Co. 69 | Co., The 7% 
| General Die & Stamping Co. 109 | 
Geyer Mfg. Co. : 70 U 
Gibson Good Tools, Inc. , 109 | Union Hardware Co. 90 
Gits Molding Corp. ... 74) United States Steel Corp. 59, 77 
Greenlee Tool Co. 57 
Vv 
H | Vaughan & Bushnell Mfg. Co. 45 
Hawkins Co. 39 
Heller & Co., W. C. 7 Ww 
Heller Bros. Co. : 115 | Warren Tool Corp. 89 
Hercules Powder Company ..... 4-5| Whitney Carriage Co., F. A. 7) 
Hill-Shaw 107 | Wooster Brush Co. ......... 2 
Wright Steel & Wire Co., G. F. 9% 
| J 
| Johnson & Johnson (Filter Div.) 6! Y 
Justrite Mfg. Co. 74|\ Yale & Towne Mfg. Co.,The 3 
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FOR VICTORY TODAY 
SINESS TOMORROW 


i. ° \ 


Get This Flag Flying Now! 


This War Savings Flag which flies today 
over companies, large and small, all across 
the land means business. It means, first, 
that 10% of the company’s gross pay roll is 
being invested in War Bonds by the workers 
voluntarily. 


It also means that the employees of all these 
companies are doing their part for Victory 
... by helping to buy the guns, tanks, and 
planes that America and her allies must have 
to win. 


It means that billions of dollars are being 
diverted from “bidding” for the constantly 
shrinking stock of goods available, thus put- 
ting a brake ou inflation. And it means that 
billions of dollars will be held in readiness 
for post-war readjustment. 


Save With 





Think what 10% of the national income, 
saved in War Bonds now, month after month, 
can buy when the war ends! 


For Victory today .. . and prosperity tomor- 
row, keep the War Bond Pay-roll Savings 
Plan rolling in your firm. Get that flag fly- 
ing now! Your State War Savings Staff Ad- 
ministrator will gladly explain how you may 
do so. 


If your firm has not already installed the Pay- 
roll Savings Plan, now is the time to do so. 
For full details, plus samples of result-getting 
literature and promotional helps, write or 
wire: War Savings Staff, Section F, Treasury 
Department, 709 Twelfth Street NW., 
Washington, D. C. 


War Savings Bonds 
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THE 21ST EDITION 


OF THE 








TERM WARNER 


WwWweee, Lat 





QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1, 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory Number ever pub- 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
items made of non-critical materials 
to meet war-time conditions. 
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MERCHANDISE 
DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is a 


splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


A. B. C. © Charter Member @ A. B. P. 
PUBLICATION 


100 East 42nd Street, New York, N. Y. 
A CHILTON © 


HARDWARE AGE 
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ONLY NUCUTS CAN GIVE 

YOUR CUSTOMERS ALL THESE 

FEATURES: Remove more metol. 
Cut faster. Leave smoother 
finish. Clog less. Free quicker. 
Last longer. Only files with 
patented “Wavy Teeth” de- 
sign. Easily identified by Heller 
Code Symbols on every file. 





R OF THE DAY! 
Benefit {rom this opportunity 


by showing your customers 
how to speed repairs with fast 
““Wavy Teeth’ NUCUT filing 


Because of the shortage in all sorts of . 
products and equipment, old things 

are being repaired and made to do. 

Your customers are busy overhauling, 

rebuilding, fixing up—and that means 

they are coming to you for tools. 


Particularly files! Don’t miss this op- 
portunity to show them how NUCUT'S 
can speed up every cutting, shaping 
and finishing job. How patented 
NUCUT “Wavy Teeth” make possible 
deep, clean, true cuts and a smooth 
surface finish both at the same’stroke! 


Your jobber can help you select the 
right sizes, shapes, and cuts to best 
serve your customers’ needs. 


HELLER BROTHERS COMPANY 


America's Oldest File Manufacturers — 
Good Tools Since 1836 


Newark, N. J. * Newcomerstown, Ohio 





HELLER 





WAVY TEETH 
ne en eet 


FILES 


PAT. NO. 2027039 











FOUNDERS MONTH 


OCTOBER 1843 OCTOBER 1942 


(PP : : 
@"2A0 those who have made possible this 
et 99% Anniversary we are sincerely grateful 


SHAPLEIGH HARDWARE COMPANY 


ST. LOUIS 


Shapleigh National Series No. 2393 





